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IN YOUR TOWN 


There are new buildings continually going up in your town. Who 

supplies the sheathing paper for them? By handling Bermico, the 

“Perfect” long fibre sheathing paper you will secure the trade of a 

lot of the discerning builders. Let us explain Bermico superiority and 
how our proposition will pay you. 


BERLIN MILLS COMPANY, PORTLAND, MAINE 


NEW YORK OFFICE: WOOLWORTH BUILDING 
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Plugs 





This Successtul and 
Profitable Specialty 


Mosler RED TAG Spit Fire Spark Plugs are the 
plugs for all internal combustion engines. 

They are made with a platinum point and will 

«last forever. 

They give a hotter spark and wear longer than 
any plug ever made. 

This RED TAG insures your customers satis- 
faction and insures yours, because he buys when 
he sees it. 

Our plug and our advertising has brought this 
about as both are known and both convince. 


Mosler Spit Fire Plugs give universal satisfaction. 


The leading automobile manufacturers have made 
it a part of their 1914 equipment. 
Individual users are improving their equipment 
by replacing other plugs with Mosler ‘‘Spit Fire.”’ 
For 14 years its success has been con- 
stantly: increasing—-merit has done it. 
Mosler Spit Fire Spark Plugs are made 
for every engine in every style and size. 
Our booklet, “Spark Plug Sizes,”’ assists 
you in picking out the proper plug for 
your customers car—he appreciates this—be- 
comes a booster—sends his friends to your store. 
Ask us for a copy. 
If you have no Mosler Spit Fire Plugs in stock, 
order at once from your Jobber or write to us direct. 
“The demard is increasing, some of it belongs 
to you.” 
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Cordley & Hayes Awarded Contract 
Johns-Manville Moves Service Station 

Charles R. Crane Resigns Presidency of Crane Company 
Associations to Give Joint Exhibit 

Right 

Italian Hardware Distributor Visits U.S 

Death of Samuel G. Negus 

Entrance Doorway Helped Window Display 
Manhattan Association Plans Clambake 
Twelve Things to Remember 

William J. Ladd Dies 

Timely Lawn Mower Display Attracts Attention 


Newport Manufacturer Distributes Parcel Post Calculator 
New Warrenized Store Opened in Chicago 

Billings & Spencer Receive Large Foreign Order 

Coffee Percolators in Display 

Stimulating Sales in Sharpening Stones 
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A Popular and Perfect Barn 
, Door Latch 


This National 29 All Steel Swinging Door Latch is very popular. 
No wonder, “Dangling Harness cannot catch on it.”” The strike is 
made with a guard and the bar extends but % inches beyond the edge 
of door, making a slight projection on which harness cannot possibly 
catch. 


This one feature will sell it, but it has many others. The door can 
be locked by inserting shackle of padlock through slot in strike, and 
each latch is supplied with catch to hold door open (see cut). 


Attractively packed in individual boxes with screws, in the famous 
. “‘National’’ way. The box saves your time, and your customer's time. 
Works easy—sells easy. 


There are many more ‘‘National’’ products that are as easy to 
handle and sell. Write for details. Our proposition will help brighten 
up your sales sheet. Write NOW. 





National Mig . Co., Sterling, II. 
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PRESIDENT CONFERS WITH 
NATION’S WHOLESALERS 


President Wilson Defends Anti-Trust Legislation, But is Evidently 
Impressed by Some of the Suggestions Offered 


AGE, the leading wholesalers of America met 
in conference with President Wilson at the 
White House on Wednesday, July 29. 

The delegates consisted of picked representatives 
from the National Hardware Association, the Na- 
tional Wholesale Dry Goods Association, the Na- 
tional Jewelers’ Associa- 


S announced in the last issue of HARDWARE 


tion, the Glass Distribu- — 
tors’ Association, the t= 


Sheet Metal Club, the 
National Wholesale Drug 
Association, and the 
Plumbing Supply Asso- 
ciation. 

These are commonly 
known in trade circles as 
the ‘“Fernley Associa- 
tions” because they use a 
common national office 
building in Philadelphia 
and because either T. 
James Fernley or Thos. 
A. Fernley is secretary 
for each organization. 
The Fernleys have prob- 
ably been offered the sec- 
retaryships of a score of 
other national organiza- 
tions but have wisely re- 
stricted their work to 
associations of wholesal- 
ers. By this their work 
has been far more effi- 
cient, as those things 
which prove good for one 
association of whole- 
salers can usually be 
readily adapted to similar organizations wholesaling 
in other lines. 

Wednesday’s meeting with the President was ar- 
ranged by the Secretarys Fernley because there 
was ample evidence that pending legislation might 
result harmfully to wholesalers of the wholesome 
type. 

A preliminary meeting was held by the appointed 
delegates at the Fernley office in Philadelphia on 
Tuesday, where a definite program was outlined, 
and Calvin M. Smyth, president of the National 
Wholesale Dry Goods Association, was elected 





President Wilson 
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spokesman, and W. D. Taylor, president of the 
National Hardware Association, and H. 8S. Bin- 
swanger, of the Glass Distributors’ Association, 
were selected to make further remarks. 


What They Said About Business 


These prominent wholesalers are certain that 
business has _ suffered 
from lack of information 
as to legality of many 
acts of legislation. 

They suggested a trade 
commission to which 
business men could sub- 
mit propositions before 
putting them into effect. 

They believe that 
under-selling to injure 
competition or create 
monopoly is wrongful and 
should be punished. 

They told the President 
that low selling, when 
not for these reasons, 
should be permitted; 
otherwise little merchants 
would suffer and the aim 
of legislation to curb 
trusts defeated, and they 
were convincingly certain 
that the “middleman” 
can distribute goods bet- 
ter and cheaper than the 
manufacturer and is an 
economic necessity. 

The delegation invited 
Roy F. Soule, editor of 
HARDWARE AGE, to ac- 
company it to Washington as a representative of the 
American Trade Press and he was present in the 
preliminary meeting and given an audience by the 
President with the wholesalers. 

The jobbers reached Washington at 11 o’clock 
and an hour later were received by the President 
at the White House. Few men possess that power 
and personal charm which makes every man in a 
large delegation feel distinctly at home, but Presi- 
dent Wilson is of that class. His greeting was cor- 
dial and one little act of his was commented upon 
later as a little touch of his democratic hospitality, 
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There were not 
enough chairs 
to go around. 
The President’s 
quick eye noted 
this and he 
called it to the 
attention of an 
attendant and 
quickly started 
bringing in 
_chairs 
for his guests. 
People have 
been known to 
say that Presi- 
dent Wilson has 
no business 
training. This 
may be so but it 
would be hard 
to convince 
America’s 
wholesalers that 
he has not both 
business judg- 
ment and busi- 
ness- knowledge. 
After express- 
ing his appre- 
ciation of the 
importance of a 
mission that had 
brought to 
Washington 
such a delega- 
tion, the Presi- 
dent listened at- 
tentively to the 
following re- 
marks by 
Spokesman 
Smyth, who 





Calvin M. Smyth, president of the ae 
National Wholesale Dry Goods As- ‘aid: : 
sociation, was spokesman “Mr.  Presi- 
dent: This 


body is composed of officers and delegates from 
trade associations of wholesalers doing business in 
the various parts of the country, from the Pacific 
Coast to the Atlantic Coast. and from the Great 
Lakes to the Gulf. — 

“The business houses, comprised of the mem- 
bership of these organizations, are firms and cor- 
porations of medium size, being free from any 
entangling alliances with trust or other similar 
corporations which tend to enjoy a monopoly of the 
trade in the products which they handle. 

“We are merchants buying under great competi- 
tion and selling under competitive conditions which 
are quite keen. 

“Our sympathies are with you as President and 
it is our earnest desire to render you every assist- 
sance possible in the conduct of your high office so 
that the interests of the public may be properly 
protected and promoted. 

“To come quickly to the object of our visit, we 
wish to commend the efforts which you are making 
to lessen the area of uncertainty which surrounds 
some of the present legislation affecting commer- 
cial interests. 

“Business men have suffered from a lack of posi- 
tive information as to the legality or illegality of 
many acts and there has been natural hesitation 
because of this uncertainty. 

“With regard to the establishment of a trade 
commission it has been our belief that a bill pro- 


himself 
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viding for the establishment of a commission to 
which business men could submit propositions be- 
fore putting them into effect, would serve to better 
advantage than a body who would merely investi- 
gate and order suspension of acts. already com- 
mitted. 

“It is accordingly our hope that such a trade 
commission may be established, for the universal 
expressions of all these associations have been that 
they wish to have their actions fully in accord with 
the letter and spirit of the law, and they would 
heartily welcome the establishment of some tri- 


-bunal which would assist in the effort to serve the 


public in proper ways under approved methods. 

“Clause II of the Clayton bill, now pending in 
the United States Senate, contains a clause which, 
in so far as it applies to price discrimination by 
trusts or by those who seek to monopolize the trade, 
we fully concur, and it is our firm belief that the 
practice of selling at low prices for the purpose of 
injuring a competitor or creating a monopoly, is 
wrongful and should be punished to the fullest ex- 
tent. 

“In fact, it is our belief that several of the per- 
nicious trusts have been found guilty of engaging 
in these practices with the purpose and intent of 
injuring the business of a competitor, and they 
have been punished under terms of the Sherman 
anti-trust law for such wrongful acts. 

“Therefore, in so far as Clause II is concerned 
as applied to trusts and monopolies, it has our ap- 
proval, but there are numerous cases where a mer- 
chant in the ordinary conduct of business finds it 
necessary to quote a lower price in one section of 
the country than in another. 

“We cite such reasons as—a need for turning 
over stock into cash—credit conditions, such as the 
taking of a greater risk in connection with one ac- 
count than another, and the addition of a small per- 
centage to cover the greater risk. 

“A full consideration of Clause II has led us to 
the conclusion that its enforcement as at present 
constituted might result in harm to the business 
of the average small merchant, be he wholesaler or 
retailer, and that it might lead to hamper his 
action in competition with the great corporations. 

“Therefore, this clause which appears to be ex- 
pressly aimed at trusts would inciude individual 
business concerns which are in no sense trusts, and 
the result would be to ‘cripple’ these concerns, 
when Congress undoubtedly aims to leave their 
legitimate activities entirely unimpaired so they 
may enjoy the greatest freedom in competition.. 

“Many of those whom we represent enjoy exclu- 
sive selling arrangements which would be destroyed 
by Clause IV of the Clayton bill. Manufacturers 
often find it advisable to establish exclusive agency 
arrangements with the dealers for the purpose of 
inducing a dealer to carry a full and complete line 
of their goods in stock, where he would not. do so 
were he not to be assured of a fair volume of trade 
in that particular commodity, sold under exclusive 
selling arrangements. 

“Where there are no exclusive selling arrange- 
ments, merchants feel less interested in maintain- 
ing a complete stock with the result that three or 
four merchants may have an incomplete assortment 
and the interest of the public suffer through their 
inability to secure the goods which they want. 

“Those who have exclusive selling arrangements 
for merchandise, invariably carry a good stock, for 
they are interested in keeping the customer satis- 
fied with the goods, and in such lines as machinery 
they invariably carry a stock of parts for machines 
for which they are agents. 

“If it is made unlawful for these exclusive sell- 
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ing arrangements t6 exist, it will destroy valuable 
agencies for the firm and complete service for the 
public. : 3 
“It is entirely within our knowledge that exclu- 
sive selling arrangements have sometimes been 
made by trusts for the purpose of. preventing com- 
peting manufacturers from doing business with 
wholesalers. Rae 
“It is our opinion that the purpose of Section IV 
in so far as it is directed toward the prevention of 
a monopoly is most commendable, but that in its 
present form it is not limited to that purpose but 
made to comprehend other transactions of the na- 
ture described, even though such:transactions were 
made in good faith to meet competition and to carry 
out legitimate purposes in the interest of the con- 
suming public. : : 
“The Senate judiciary committee made an 
amendment as reported by them on July 22 to Sec- 
tion II, which permits discrimination in price made 
in good faith to meet competition and not intended 
to create a monopoly. | 
“Possibly a similar amendment could be made to 
Section IV, so that: the transactions mentioned shall 
be considered unlawful only where they are con- 
ducted for the purpose of creating a monopoly. 


Suggested Amendment to Clayton Bill, Section 4 


“We would respectfully suggest that in order 
that this section may punish those seeking to secure 
and maintain a monopoly and yet not injure the 
legitimate interests of plain business men, that it 
be amended in the same manner as was Section 2, 
to wit: 

“Provided that nothing herein contained shall 
apply to any such lease, sale or contract for sale, 
or to other acts hereinabove declared unlawful, 
when made in good faith to meet competition and 
not intended to create a monopoly. 


Trade Commission Bill 


“In view of the statement contained in President 
Wilson’s address to Congress on January 20, 1914, 
to the effect that the business men of the country 
desire information and'‘definite guidance, which can 
be supplied by an administrative body, we favor the 
establishment of Interstate Trade Commission. 

“It is suggested that a provision be added to the 
proposed Trade Commission bill, authorizing and 
permitting persons or partnerships, which come 
within the provisions of that bill, to present to such 
a commission. questions as to whether the business 
methods or practices employed or contemplated by 
such business or corporations are or are not 
lawful. 

“Then, if such existing or proposed practices or 
operations are found by the commission to be in 
accordance with law, the commission shall issue an 
order authorizing said practices or co-operations, 
either for a’specified time or until further notice is 
given. If the existing or proposed practices or 
plans of operations are found by the commission 
not to be in accordance with law, the commission 
shall issue an order forbidding said practices or co- 
operations either for a specified time or until fur- 
ther order is given. : 

“Orders of the commission shall be prima facie 
evidence of their lawfulness to such time as changed 
by the commission or reversed by the courts 
through action of the Attorney General. 


Trade Commission Bill, Section 5 


“It is also suggested that the following be added 
to Section 5 of the Trade Commission Bill: 
“And the court shall have the power to review 
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the facts and to reverse, modify or approve in whole 

or in part the finding of the commission and its 

‘order thereon. 3 

‘Scope of Legislation with Respect to Those to Whom 
It Will Apply 


“We believe it to be essential that any or all 
legislation looking toward the establishment of a 
trade commission and the regulation of trade and 
commerce should apply equally to corporations, 
partnerships and thosé doing business in their in- 
dividual capacity so that such legislation would 
cover any and all types of business organization 
and that none should be exempt. 

“In closing we wish to call your attention to the 
fact that we are members of that class sometimes 
slightingly referred to as ‘middlemen.’ There are 
those who sneer at the term ‘middlemen’ thinking 
only of two facts, viz.: the manufacturer and the 
consumer. 

“It is at once admitted by. us that the consumer 
is ‘king’ and the manufacturer is a person of great 
importance, but to ‘bridge the gap’ between the two 
and to supply the goods wanted at the time and in 
the quantity and place desired at a fair price is 
our part of the transaction. 

“The American market is probably the most com- 
plex in the 
world, occupy- 
ing the largest 
economical 1 y 
high grade area 
under one po- 
litical §§ control 
with uniform 
trade customs, 
laws and _ lan- 
guage. 

“It is the ef- 
fort of the mid- 
dlemen whom 
we represent to 
gather together 
in their ware- 
houses the 
goods of hun- 
dreds of manu- 
facturers and to 
maintain. con- 
stant supply for 
distribution in 
small quantities 
to the retail 
trade which 
supplies the con- 
sumer. 

“If the manu- 
facturer were 
to endeavor to 
perform the 
service of dis- 
tribution to the 
consumer, he 
would be con- 
fronted with 
great . expense 
and the § ulti- 
mate cost. to the 
consumer would 
be far greatcr 
than through 
the dealer, with 
added fact that 
great incon- 
venience would 





W. D. Taylor, of the National 


Hardware Association, who ad- 
dressed the President 
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The Hardware Delegation in front of the White House. 
Irvin, Chas. H. Ire 





result and serious loss ensue by reason of the ab- 
sence of the convenient dealer. 

“The facts and figures concerning the value of the 
service which is performed can readily be given 
and would surprise many of those who have criti- 
cised the value of the service which we perform 
without having complete facts in their possession.” 


The Wholesaler Is the Keystone of the Commercial 
Arch 


The President, in speaking of this, said he real- 
ized that the middleman was an economic factor 
which could not be dispensed with and he thought 
that the public clamor against the middleman had 
only been aimed at cases where there had been a 
multiplicity of middlemen between the source of 
supply and the ultimate consumer. 





a” 


Left to right, E. S. Thompson, J. Harvey Borton, John 
G., Fleck, of the Plumbers’ Supply Association, were 
snapped at Baltimore on their way to Washington 





nd, Chas. H. Watkins, A. J. May, Paul A. Griffith, J. E. Baum, Edgar Lyon, John Donnan 


Left to right, H 
Louis, Harry B. yh a wholesale drug dealer of 
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Left to right, W. D. Taylor, T. James Fernley, Geo. L. 





President W. D. Taylor of the National Hard- 
ware Association, H. 8. Binswanger, Wm. S. Kenny, 
Warren Hines Turner, Harry B. French and T. 
James Fernley then spoke briefly on specific sec- 
tions of the brief presented by Mr. Smyth. 

President Wilson then expressed his views which 
differed somewhat from the suggestions offered. 


Answers “Immunity Bath” 


The President pointed out that it would be neces- 
sary for the Commission to operate on a scale 
much larger than will now be needed in order to 
comply with the demands for advice which would 
pour into it from every business concern in the 
country, large and small. 

He said further that a vital objection to the im- 
munity bath plan was that a favorable verdict from 
the Commission upon a submitted plan of operation 
might be involved as a deterrent upon an action in 
equity by the Department of Justice after the plan 
had been put into effect. 

The President said that the authors of the trade 
commission bill had been exceedingly careful at 
every stage of this legislation’s preparation to make 





Condie and W. Markman of St. 


national prominence 
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The iat distributors were teat by (left to right) H. S. Binswanger, W. S. Kenny, H. D. Condie, W. H. 
Turner, Geo. L. Heater, T. James Fernley 


sure that the provision fixing the powers of the 
commission would involve no conflict with the legis- 
lational rights of the Department of Justice. An- 
other objection which he declared would in a large 
measure make the proposed immunity bath useless 
would be the fact that the commission’s verdict 
necessarily could have no influence upon the action 
of the courts of the country. 

During the entire meeting the President entered 
freely into the discussion of the various sugges- 
tions of the wholesalers and showed a remarkable 
detail knowledge of things which transpire in the 
various lines of business. At times the confer- 
ence took an aspect of a friendly chat. 


The President’s Statement 


At the conclusion of the meeting, President Wil- 
son said: 

“We have had 10 or 15 years of ceaseless agita- 
tion about business. During that length: of time 
we have read stories in the newspapers and in the 


RH 





The National Wholesale Jewelers at the conference were 
left to right: T. James Fernley, M. J. Averbeck, Louis 
Sickles, J. Engle, Thomas A. Fernley 


magazines of the extravagantly wrong things that 
were going on, and an atmosphere of almost uni- 
versal suspicion has been created; so that if a man 
became a business man in a big way he had the 
uncomfortable feeling that his fellow-men probably 
looked upon him as not coming by his money in the 
right way. 

“IT think I am right in saying that what the pres- 
ent Administration has tried to do has been to 
bring all those questions to a clearing house and 
settle up the balance of judgment. It may have 
seemed sudden to do so many things in one Con- 
gress; but wasn’t it high time? 

“Wasn’t it high time to just have a clearance and 
settle these things? I am not maintaining that 


* 





Left to right, J. R. Thompson, Jas. M. Easter, Thos. A. 
Fernley, T. James Fernley, snapped or. the White House 
grounds 
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Left to right, Thos. A. Fernley, T. James Fernley, George A. Fernley, “Secretaries Exceptional” 


they are settled in the wisest way in which they 
could be settled, but certainly the men engaged 
have tried to settle them in the interest of the 
country, and I think in the main they have suc- 
ceeded. We had money conditions, banking condi- 
tions, economic conditions, of which the country 
said, ‘They are wrong.’ Now, we have undertaken 
to give a remedy, and until that was done business 
could not settle down to anything because the agi- 
tation was sure to come again. 


“I just want to leave that thought with you that 
we are not running ‘amuck.’ We are trying to 
close this era of suspicion and of recrimination by 
putting in the law that the moral judgment of the 
community has said ought to be there, and I hon- 
estly believe that when it is done—and I hope it 
will not be more than six weeks now when it is 
done—we can all take off our coats and get to work 
and look each other in the face and say, ‘This is a 
nation of honest men, and we are going to do busi- 











The delegation of wholesalers who talked business with President Wilson last week 
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ness as such.’ Don’t you think that is a reasonable 
view to take of the present situation?” 


The delegates included: 


Representing the National Hardware Asociation 
—President W. D. Taylor, George Worthington 
Company, Cleveland; George L. Irvin, Carlin & 
Fulton, Baltimore; J. E. Baum, Supplee-Biddle 

. Hardware Company, Philadelphia; Paul A. Griffith, 
Shields & Bros., Philadelphia; Charles H. Watkins, 
Watkins-Cottrell Company, Richmond; Charles H. 

' Ireland, Odell Hardware ..Company, Greensboro; 

' A. J. May, F. P. May Hardware Company, Wash- 

itgton; John Donnan, W. S. Donnan Hardware 

- Company, Richmond. 

Representing the National Wholesale Dry Goods 
Association—President Calvin M. Smyth, Young, 
Smyth, Field Company, Philadelphia; J. R. Thomp- 
son, Johnson ‘Boyd Company, Baltimore; James M. 
Easter, Daniel Miller Company, Baltimore. 

Representing the National Wholesale Jewelers’ 
Association—President Louis Sickles, M. Sickles & 
Sons,. Philadelphia; Vice-president M, J. Averbeck, 
M. J. Averbeck, New York City; J. Engel, J. Engel 
| & Co., Baltimore. | 

Representing the Glass Distributors’ Association 
—President George L. Heater, Toledo P. and W. 
Glass Company, Toledo; William S. Kenny, James 
H. Rice Company, Chicago; H. S. Binswanger, Bins- 
wanger & Co., Richmond and Memphis; Warren 
Hires Turner, Hires Turner Glass Company, Phila- 
delphia; H. D. Condie, Condie-Neale Glass Com- 
pany, St. Louis. 

Representing the National Supply and Machinery 
Dealers’ Association—President Charles S. Farqu- 
har, Chandler & Farquhar Company, Boston; 
Charles Bond, Charles Bond Company, Philadel- 
' phia. 

Representing the Sheet Metal Club—Vice-presi- 
dent Edgar Lyon; Lyon & Conklin Company, Bal- 
timore; David D. Lupton, David Lupton’s Sons, 
' Philadelphia. 

Representing the National Wholesale Drug Asso- 
ciation—Harry B. French, Smith, Kline, French 
Company, Philadelphia. 

Representing the Plumbing Supply Association— 
President J. Harvey Borton, Haines, Jones & Cad- 
bury, Philadelphia; John G. Fleck, Fleck Bros. Co., 
Philadelphia; E. S. Thompson, Haynes Thompson 
Company, Philadelphia. 

T. James Fernley, Thomas A. Fernley. 

While the President pointed out many reasons 
for each section of the bills under discussion and 
defended the anti-trust policy, it was plainly evi- 
dent that he was impressed by some of the sugges- 
tions offered and the wholesalers hope that at least 
some changes will be made in Clause IV of the 
Clayton bill. 


Cordley & Hayes Awarded Contract 


ORDLEY & HAYES, 7-9 Leonard street, New 
York City, have recently been awarded a con- 
tract by the United States Treasury Department to 
furnish “XXth Century” water coolers for all of the 
buildings which come under the jurisdiction of the 
Treasury Department of the Federal Government. 
This is the sixth consecutive year that Cordley & 
Hayes have been awarded this contract. They have 
also been awarded the contract for water coolers by 
“The General Supplies Committee” at Washington 
since it was organized three years ago. This com- 
mitteé purchases supplies for all the departments 
of the government other than the Treasury Depart- 
ment alluded to above. 
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Johns-Manville Moves Service 
Station 


HE New York Service Station of the H. W. 
Johns-Manville Co., formerly at Broadway and 
Seventy-sixth street, has been removed to 1930 
Broadway. There is a show room, office, stock room 
and speedometer repair department. In the rear 
space there is room to run in six or seven cars at 
a time for installation of Johns-Manville accessories. 
With its 49 service branches established through- 
out North America, the company maintains a com- 
pletely organized system for car owners. 

To tourists visiting New York the H. W. Johns- 
Manville Company extends an invitation to inspect 
its new quarters. A full stock of Johns-Manville 
automobile accessories will be-carried, including 
Jones speedometers, Carter carburetors, Long horns, 
J-M non-burn brake lining, J-M non-blinding lens, 
John-Manville shock absorbers, J-M mobilite. elec- 
tric lamps and J-M (Mezger) soot-proof - spark 
plugs. | 


Charles R. Crane Resigns Presi- 
dency of Crane Company 


Beery ony R. CRANE has resigned as president 

of the Crane Company in favor of his brother, 
Richard T. Crane, Jr. R. T. Crane, 3rd; now second 
vice-president of the company, is to become first 
vice-president. There will be no changes in the 
other officers of the company, it is asserted. 

The retirement of Charles R. Crane is said to 
have been contemplated for some time. It is 
rumored that he will be tendered a membership of 
the federal reserve board by President Wilson. 
The President offered the post of ambassador to 
Russia to Mr. Crane soon after his inauguration but 
the office was refused on account of Mr. Crane’s 
business responsibilities. 


Associations to Give Joint Exhibit 


HE Missouri Retail Hardware Association and 
the Missouri Valley Implement Dealers’ Asso- 
ciation will hold a joint exhibit in the St. Louis 
Coliseum Building on January 19, 20, 21, 22, 1915. 
The convention of the Missouri Retail Hardware 
Association will be held in the same building with 
at least five sessions. The convention of the Mis- 
sissippi Valley Implement Dealers’ Association will 
also be held in the same building with at least three 


Right 
John A. Sleicher in Leslie’s Weekly 


ET up right in the morning. Go to bed right at 
night. Start with joy in your heart, hope in 
the future, kindness in your purpose. 

If it is a dark day, never mind; you will lighten it 
up. If it is a bright day, you will add to the bright- 
ness. Give a word of cheer, a kindly greeting and a 
warm handshake to your friends. | 

If you have enemies, look up, pass them by, forget 
and try to forgive. | 

If all of us would only think how much of human 
happiness is made by ourselves, there would be less of 
human misery. 

If all of us would bear in mind that happiness is 
from within and not from without, there would be a 
wellspring of joy in every heart and the sun would 
shine forever. 

Try it! 
































CYCLONE CONTEST ENDED 






First Prize Awarded to the Kelley Hardware Company, Duluth, Minn. 














The first prize was awarded to the Kelley Hardware Company, Duluth, Minn., for the above display 


HE judges appointed to decide the winners in 
the window trimming contest promoted by 
the Cyclone Fence Company, Waukegan, IIl., 
met in the offices of that company on July 28 and, 
ufter carefully examining all pictures entered, made 
the awards which we announce as follows: 
First Prize—$50, J. C. Neipp, for Kelley Hard- 
ware Company, Duluth, Minn. 
Second Prize—$35, Chas. L. Wheeler, for Salt 
Lake Hardware Company, Salt Lake City, Utah. 
Third Prize—$25, J. E. Voorhees Son, Bushnell, 
Til. 
Fourth Prize—$15, Boehl Hardware Company, 
St. Louis, Mo. 
Fifth Prize—$10, J. H. Gilbert, Greeley, Col. 
Sixth Prize, $10, Chas. E. Rouse, for the Peter 
F. Bubb Company, Leavenworth, Kan. 
Seventh Prize—$10, Hazard, Gould & Co., San 
Diego, Cal. 
Eighth Prize—$10, Geo. M. Latimer, for Berk- 
shire Hardware Company, Pittsfield, Mass. 
Ninth Prize—$10, The Bromwell Company, Cin- 
cinnati, Ohio. 
Tenth Prize—$10, Avery, Cleland & Co., Knox- 
ville, Ia. 
Eleventh Prize—$5, Duncan & Goodell Company, 
Worcester, Mass. 
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Twelfth Prize—$5, Avery, Cleland & Co., Knox- 
ville, Ia. 

Thirteenth Prize—$5, J. A. Schwalbe, St. Louis, 
Mo. 

Fourteenth Prize—$5, Chas. Loepfe Hardware 
Company, St. Louis, Mo. 

Fifteenth Prize—$5, Armbruster & Son, Chi- 
cago, Ill. 

The judging was based on ten features totaling 
100 per cent., each feature being given a percentage 
value in proportion to its worth. The pictures 
were carefully scored under each of these features, 
the added total being used to determine the stand- 
ing of the contestant. The contest was open to 
goods of any manufacturer, and prizes were award- 
ed to dealers who did not show Cyclone products. 

The following features were considered: Sales 
value of trim, general attractiveness, arrangement 
of merchandise in window, use of price cards, origi- 
nality of design. sanitary appeal of trim, use of 
accessories, background treatment, arrangement 
and use of window cards, featuring of manufactur- 
er’s brand. 

The first four prize winners scored as follows: 
J. C. Neipp, for Kelley Hardware Company, Du- 
luth, 69 per cent.; Chas. K. Wheeler, for Salt Lake 
Hardware Company, Salt Lake City, 65 per cent.; 
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J. E. Voorhees & Son, Bushnell, Ill., 62 per cent.; 
Boehl Hardware Company, St. Louis, 61 per cent. 
Failure to emphasize the sanitary appeal and to 
make use of plain price cards were features which 
reduced the scores of the majority of the contest- 
ants. 
The judges of the contest were: J. H. Broad, as- 
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inch lawn fence was stretched across the front of 
the window near the glass. Around the bottom, 
planted six inches apart, were sprays of dark blue 
lobelias.' The garden hose used in the display was 
attached to a hose bibb fastened to the rear of the 
window. The lawn was sprinkled daily to keep it 
fresh and green. 
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This window display, which won second prize in the Cyclone Fence Company’s contest, was sent in by the Salt 
Lake Hardware Company, Salt Lake City, Utah 


sistant treasurer and advertising manager of the 
Cyclone Fence Company; E. H. Thielecke, of the J. 
Walter Thompson Company, and R. A. Peterson, 
associate editor of HARDWARE AGE. 


Description of a Window Awarded First Prize 


The window submitted by the Kelley Hardware 
Company was trimmed as follows: 

The floor was covered with two thicknesses of 
tarred felt, after which a thick layer of green sod 
was laid down. A space of one foot across the back 
of the window was left unsodded and filled with 
dark earth from which the vines on the various trel- 
lises grew. These trellises consisted of two sections 
of Cyclone vine trellis, one section of l-inch, and one 
section of 2-inch poultry netting. On these were 
run vines of climbing nasturtiums, morning glories 
and clematus. 

To the right the sod was cut away for a space four 
feet in diameter and tulips, geraniums, glauciums 
and large ferns were planted; around this plot was 
strung a 12-inch Cyclone flower guard. 

An interesting feature was the boy watering the 
lawn. Fine linen threads, 200 in number, were 
strung from the nozzle of the hose to the ground, 
tapering out as they neared the ground to properly 
represent water. An electric fan concealed behind 
the window card was made to play a breeze upon 
these threads, causing them to vibrate and making 
the illusion more perfect. 

To carry out the front yard effect a strip of 36- 


A lawn mower and a sprinkling can were set at 
either end to harmonize with the layout. Beside 
the display card of Cyclone flower guard a price 
ticket was placed, giving the price a foot of the 
guard; a card was also used in front, giving the 
price of the lawn fence. Price tickets were shown 
on the vine wires at the rear. Near the left of the 
window was a sign, “Keep Off the Grass.” 


Trim Which Won Second Prize 


The floor of the window submitted by the Salt 
Lake Hardware Company, winner of the second 
prize, was designed to represent a front yard. 
Green sawdust was used to imitate grass, and white 
sawdust the walk. The flower bed was of black 
sawdust with artificial flowers arranged in an at- 
tractive manner. The trellis was trimmed with 
roses and almond sprays. Banners and advertis- 
ing cards were well placed in the window and an 
excellent show card featured the manufacturer’s 
brand and directed attention to the sanitary fea- 
ture. Accessories were used to excellent advantage, 
being placed about the window in a manner which 
was unobtrusive and yet which added very much to 
the effectiveness of the display. In keeping with 
the “Clean-Up” and “Open-Up” campaign a display 
of paint was arranged in the background. 


Jas. E. Voorhees & Son Won Third Prize 


A very attractive window submitted by Jas. E. 
Voorhees & Son was awarded third prize. This 
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J. E. Voorhees & Sons, Bushnell, Ill., won third prize with this display 


‘ trim was regarded by the judges as an excellent ex- magnifying glass this window would have scored 
ample of what can be accomplished with a small much higher. 

window, and but for various evidences of careless- Leaves and grass formed the lawn, which was 
ness or. hasty trimming which appeared under a_ represented, while the walk was made of gravel. 
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Display submitted by the Bochle Hardware Company, St. Louis, Mo., winner of the fourth prize 
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Window cards and pennants were used to good ad- 
vantage and the price cards were especially clear. 

The figure of the darkey attracted much atten- 
tion while the trim was shown. 


Dealers Pleased with Results 


The Cyclone Fence Company is in receipt of evi- 
dence from numbers of dealers who entered the con- 
test, showing the efforts made along the “Clean- 
Up” line and emphasized by the use of window trims 
showing sanitary lawn fence have keen productive 
of remarkably increased sales. 

Numbers of excellent windows were submitted in 
this contest and HARDWARE AGE is pleased to be able 
to present its readers with reproductions of the 
prize winners. 


Italian Hardware Distributor 
Visits U.S. 


HARLES CIVITA, of Milan, Italy, is now in the 
United States for a month or six weeks, visit- 
ing the manufacturers whom he represents in Italy, 
and incidentally calling on manufacturers of hard- 
ware specialties who want representation in Italy. 
Mr. Civita carries in Italy a stock of the products 
of factories he represents and has rapidly developed 
the Italian business of several leading American 
manufacturers. 


Personal 


Pau E. RYAN has resigned as advertising manager 
of the National Acme Manufacturing Company, Cleve- 
‘ land, Ohio, to become general manager of sales of the 
Osborn Manufacturing Company, Cleveland. He will 
have charge of the sales of the company’s line of 
brushes for various purposes, brooms, molding ma- 
chines, foundry supplies and of a new special machinery 
department that will manufacture special machinery 
for foundries and other purposes. 


W. M. SoLtomon, of the Memphis branch of the 
Wabash Screen Door Company, was a visitor in the 
Chicago offices of HARDWARE AGE last week. Mr. Solo- 
mon, who has been spending a month in the West on 
a combined business and vacation trip, returned to 
Memphis recently. 


EDWARD A. FOWLER, for the past 37 years connected 
with the wholesale hardware house of Standart Bros., 
Ltd., Detroit, -Mich., has retired from active business 
life. Mr. Fowler is one of the pioneers of the whole- 
sale hardware business in Michigan. As a token of 
appreciation the employes presented Mr. Fowler with 
two handsome traveling bags for himself and Mrs. 
Fowler. 


FRED. A. GLIDDEN, newly elected president of the 
Glidden Varnish Company, Cleveland, Ohio, sailed re- 
cently with his family for a combined business and 
pleasure trip through Great Britain, Norway, Sweden, 
Germany and France. 


CARL KAUFMAN, general manager and treasurer of 
the Motor Car Equipment Company, New York City, 
accompanied by his wife and dau,hter, will sail for 
England, the first week in August. Mr. Kaufman will 
look into the development of the motor accessory line 
abroad and attend the automobile shows in Berlin and 
Paris. 


Have confidence in yourself and a little in the other 
fellow too.—Exchange. 


No man can appreciate the best of it until after he 
has got the worst of it a few times.—Ezchange. 
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Obituary 


Morris G. LopER, who has been sales manager of the 
branch store of the Carborundum Company at Cleve- 
land since 1902, died at his home there after a pro- 
longed illness. Mr. Loder was born at Strongville, 
Ohio, 41 years ago. Before entering the employ of the 
Carborundum Company he was connected with the pur- 
chasing department of the Deering Harvester Com- 
pany, Chicago. 


CHARLES WESLEY HASTINGS died at the home of his 
daughter, Oswego, N. Y., aged 80. Mr. Hastings has 
been for 25 years a resident of Fulton, where he had 
conducted a hardware and furniture business. He was 
a veteran of the Civil War. . 


MARTIN VAN IWAARDEN, a member of the hardware 
firm of Van Iwaarden & Bouma, died at the U. B. A. 
Hospital, Grand Rapids, Mich., following an operation. 


GEORGE M. Murpock died at the Mercy Hospital, 
Cedar Rapids, Ia., after an illness of several months’ 
duration. Mr. Murdock, in 1873, formed a partnership 


with his brother-in-law, O. F. Griffith, under the firm 


name of Griffith & Murdock. He was a veteran of the 
Civil War. 


GEORGE C. SHAW, one of the founders of the old hard- 
ware firm of Legg & Shaw of Nevada City, Cal., died 
at his home in Berkeley recently. Mr. Shaw sold his 
business about ten years ago to the Alpha Hardware 
Supply Company. He is survived by his widow and one 
son. 

WILLIAM H. SMITH, president of Seymour Smith & 
Sons, cutlery and hardware makers, died at his home, 
Watertown, Conn., aged 74. 


PATRICK MCMAHON, a hardware dealer at Lawler, 
Ia., was drowned while swimming in Crane Creek. He 
had long been subject to heart trouble, and it is sup- 
posed that his heart failed from the shock of the cold 
water. 


JOSIAH W. FRIES died at his home, Tacoma, Wash., 
age 75. Mr. Fries was engaged in the hardware busi- 
ness in Altoona, Pa., for 25 years before going West. 
He was a Mason and a veteran of the Civil War. 


ALONZO G. SEXTON, a retired hardware merchant, 
died at his home, Milwaukee, Wis., recently. 


PAUL SCHLENKER, a pioneer hardware dealer and 
tinsmith, died after an illness of six months’ duration 
at his home, Dubuque, Ia., age 82. Mr. Schlenker was 
born in Germany and came to this country in 1853. 


WILLIAM W. CULVER, 80 years old and formerly 
president of the Wrought Iron Range Company, St. 
Louis, Mo., died at the home of his daughter. Mr. 
Culver founded the Asbestos Mfg. Roofing Company in 
1903, of which he was president until 1905. 

SAMUEL KEISER died at his home, New London, Ia., 
age 83. Mr. Keiser had been in the hardware business 
for a number of years. 


Death of Samuel G. Negus 


AMUEL G. NEGUS died at his home in Jersey 
City, N. J., after a lingering illness, in his sev- 
enty-ninth year. 

He had been a hardware merchant all his life 
until he retired from active work four or five years 
ago. He was then the New York buying representa- 
tive of the Harper & Reynolds Company, Los An- 
geles, Cal. ; 

Back in the 70’s Mr. Negus was one of the jobbing 
firm of W. I. & S. G. Negus, located at 177 Green- 
wich street, New York City, but as the wholesale 
business in this city diminished he took up the buy- 
ing in this market for the Los Angeles house. 

He was a veteran of the Civil War and is survived 
by two sons, Wesley H. Negus, now with the Harper 
& Reynolds Company in California, Charles J. Negus 
and two daughters. 





















































Orderly Wife 


HE great baseball player’s wife had never seen a 
game, but he finally persuaded her to view one in 
which he was to play. 

He was doing his best, of course. One strike had been 
called on him and, as usual in baseball anecdotes, two 
men were out and the bases full. Our hero was gath- 
ering his strength for the swat he was going to give the 
ball. 

And the ball came. He knew it was his as the ball 
started, and with a mighty crack he lifted it into space. 

Dropping his bat, he sped for first, and ere the roar 
of applause burst out a slight woman in the grand 
stand rose and called: 

“Will, come back here and put that bat where it 
belongs!”—Exchange. 


Wished a Thorough Test 


HE colored janitor of the flat next door approached 
the grocer and handed him a paper containing 
some white powder. 

“Say, boss,” he asked, “what yo’ t’ink dat is? 
taste it an’ tell me yo’ ’pinion.” 

The grocer smelled it, then touched it to his tongue. 

“Well, Jake, I should say it was soda.” 

“Dat’s jes’ what I say,” replied the janitor triumph- 
antly. “I say dat’s soda, but my ol’ woman, she ’low 
it’s rat pizen: she says she know ‘tis. Jes taste it 
again, boss, fo’ to mak’ sure.”—Ezxchange. 


Jes” 


Explicit, but Incriminating 


BAILIFF went out to levy on the contents of a 
house. The inventory began in the attic and 
ended in the cellar. When the dining room was 
reached, the tally ran like this: “One dining room table, 
oak; one set chairs (six), oak; one sideboard, oak; two 
bottles whiskey, full.” 

Then the word “full” was stricken out and replaced 
by “empty” and the inventory went on in a hand that 
straggled and lurched diagonally across the page until 
it closed with: “One revolving doormat.”—E xchange. 


Explained 


WO Irishmen were among a class that was being 
drilled in marching tactics. One was new at the 
business, and, turning to his companion, asked him the 
meaning of the command, “Halt!” “Why,” said Mike, 
“‘when he says ‘Halt,’ you just bring the foot that’s on 
the ground to the side av the foot that’s in the air, an’ 
remain motionless.”—E xchange. 


Denominations 


|S (carr setae mother’s a Presbyterian. What’s yours, 
Mary? 
Mary—Mine? Oh, let me see, mine is a Methodist. 


What is yours, Bella? 
Bella—My mother never told me, but I heard her tell 
her friend that she was a dyspeptic.—E xchange. 


Pa’s Solution 


6¢\H, papa!” called Willie, excitedly; “there’s a big 
black bug on the ceiling.” 
“All right, son,” said the professor, busy with his 
» essay; “step on it and don’t bother me.”—Exchange. 
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On the Road 


COMMERCIAL traveller had been talking his hard- 
est, his most eloquent, his most persuasive for 
nearly an hour to a shrewd old Yorkshire business man. 
The old fellow seemed convinced and pleased, and the 
traveller thought he had his fish landed. But the York- 
shire man said: “There’s ma lad Jock—Ah’d laike him 
to hear what ye have to say. Will ye coom this after- 
noon and go over your talk again?” 

“Certainly, sir—with pleasure!” replied the traveller, 
heartily, and at the hour appointed presented himself 
again for the interview with father and son. Again he 
went over the points of the article he had to sell— 
forcibly, eloquently, persuasively. Never had he ac- 
quitted himself of a finer “selling talk.” 

When he had finished the old Yorkshire man turned 
to his son and said, enthusiastically: “Do you hear 
that, Jock? Weil, now that’s the way I want ye to sell 
our goods on the road.”—Tit-Bits. 


Physiology 


TEACHER was giving a lesson on the circulation 

of the blood. Trying to make the matter clearer, 

he said: “Now, boys, if I stood on my head, the blood, 

as you know, would run into it, and I should turn red 
in the face.” 

“Yes, sir,” said the boys. 

“Then why is it that while I am standing upright in 
the ordinary position the blood doesn’t run into my 
feet?” 

A little fellow shouted, “ ’Cause yer feet ain’t empty.” 
—F'rom the Best Stories in the World. Compiled by 
Thomas L. Masson. Copyrighted, 1913, by Deubleday, 
Page & Co. 


Victimized by Changing Times 


66 OW then, Cousin Emma, let me give you a bit off 
the breast.” 

“Yes, please, I should like to taste that, for in my 
young days they always gave it to the grown-ups, and 
now they keep it for the children, so I’ve always missed 
it.”—Punch. 


Good as New 


é¢f\H, George, before you get your razor, I must tell 
you that I—I borrowed it yesterday.” 

“What, again!” 

“Y-yes. I had to do some ripping. But it’s just as 
good as ever. You'll never notice the difference. I 
sharpened it on the _ stovepipe.”—Cleveland Plain 
Dealer. 


Safety First 


HE ferryman, while plying over a water which was 
only slightly agitated, was asked by a timid lady 
in his boat whether any persons were ever lost in that 
river. 
“Oh, no,” said he. “We always finds ’em again the 
next day.”—Exchange. 


YOUNG mother imagines the only thing in the 
house that a burglar would want is the baby.— 
Exchange. 





WHAT THE KIDS PUT INTO A 
KEYSTONE STORE 


Penn. Dealer Alive to Business Possibilities in High School Boys — His 
Plans for Fall 


By “THE ASSISTANT MANAGER” 


HE time has come when the Villager’s No. 2 
fs lantern competes in the early evening with the 
fireflies that have held more or less of a mon- 
opoly all summer. The scraggly young ducks and 
geese are filling in between pin feathers with soft 
thick coats of winter down. The waving fields of grain 
are giving way to stretches of stubble that look 
barren to most people but bountiful to the man 
with the dog and gun. The fact of the matter is 
that the air and earth are full of signs of the com- 
ing fall, and it is high time for us to roll up our 
sleeves and get busy on.some of the ideas that will 
build business during the last half of the year. 
The old lines of by-gone years will get about all the 
attention that is coming to them. But some of the 
new lines of business producers. deserve a boost 
from the boss and one of them is the subject of 
this story. . 
Convention Contact with New Goods 


At the Pennsylvania Retail Hardware Dealers’ 
exhibit last winter I stood beside an exhibit booth 
talking to six feet of brawn and muscle that had 
emerged from one of those sturdy little Pennsyl- 
vania Dutch farming towns that dot the great Key- 
stone State. He was a retailer and his chief mis- 
sion at the big hardware convention was to decide 
upon three or four new lines of goods for his stock. 
The display beside which we were standing was 
made up of all sorts of drawing instruments and 
my friend held in his hand the copy of a fair sized 
order he had just signed. | 

“Salesmanship or satisfying a desire?” I asked, 
as I glanced over the order he proffered me. 

“A little of both,” he said, “but I guess I’ll take 
the blame, for I have the name of this manufac- 
turer in the want book I brought from home. You 
see,” he continued, as he saw my interest, “I am 
eternally up against it for new things to sell. I 
imagine that if I knew just where to lay my hands 
on them, I could add a dozen small lines to my stock 
without increasing my over-head expense a penny. 


A Kid’s Idea Multiplies 


“A kid up in our town started me a-thinking of 
drawing instruments. This snip of a youngster 
came into my store one day when I was in one of 
those self-satisfied moods that encourages a good 
sized dealer in a small town to believe he is ‘it’. 
This kid walked right up to me and asked me if I 
would show him a set of low-priced drawing instru- 
ments, and when I said we didn’t sell them, his face 
took on a look of surprise that could not have been 
more genuine if he had rehearsed on it every day 
for a year. That kid’s folks have traded with me 
since long before they picked him off a pumpkin 
vine, and he with the rest of the folks in town had 
come to believe that we sold about everything from 
an anchor to a needle. 

“Just to smooth over his disappointment I began 
to ask that youngster more about the drawing set 
he wanted to buy and he broke the news to me that 
21 boys in our town were or would be within the 
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next 24 hours headed for my store primed with the 
same questions he had put, and sure enough before 
night I had turned down the kids of some 10 or 12 
good customers. 

“When I got home that night I found my next- 
door neighbor’s boy waiting on the front step to 
ask more about those confounded drawing sets 
about which he knew little and I knew less. The 
next morning I called up the school teacher and told 
him that before night I would get in touch with the 
people who made this school supply stuff. 


Disjointed Conversation and a Picture Book Improved 


“I did, and the result was that my first sale of 
drawing instruments consisted of 12 complete sets 
that sold for an average price of $3.50 each. When 
they came in I was about as anxious to see them 
as the young fellows were and all through the fall 
and winter months I inspected samples of the ever 
improving work those boys carried in their note- 
books, as they came in to order little extras for 
their outfits. That drawing course sure made a 
hit in our town and the class this year is going to 
be decidedly bigger than the one that learned to 
connect lines and curves last year. I figured out 
that if I could land half the business of that bunch 
of boys with a line of disjointed conversation and 
a picture book that I might do better this year if 
I appeared with the goods on hand and a good 
snappy window display. These outfits I bought will 
sell all the way from $2 to $8 a set and with a 
carefully selected stock of staples I’ll do business. I 
am going to sell drawing boards, drawing pencils, 
squares, drawing scale triangles, and a lot of other 
little specialties as the boys master the simpler 
things. The style of these things don’t change 
from season to season, especially in the cheaper 
sets, and even if I have bought just a little heavier 
than I should have, it isn’t going to be dead stock.” 


Bumper Business from the Boys 


“Well,” I ventured, “I should think you could 
sell a few of these goods to other people in your 
town.” 

“Oh, I will,” he replied. “We have a couple of 
architects, a few draughtsmen, and a contractor or 
two who will probably use something in this line, 
but the business I am banking on is that bunch of 
boys. Do you know, last year after I had made up 
a special order for that bunch of youngsters they 
sort of felt that I was one of them, and it made me 
feel better than any one thing that happened dur- 
ing the year. I sold them skates, pocket knives, a 
bunch of Christmas presents’ and this spring I 
landed their order for a complete outfit for their 
baseball team. Of course, I might have gotten this 
business anyway, but I would not have made the 
close acquaintanceship with those boys if it had 
not been for those drawing instruments. 


Planting a Rep. in Fertile Soil 


“Do you know, a kid grows faster than a pile of 
rubbish in a packing room. It don’t seem more 
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than a year or two ago that some of those same 
young fellows were shooting marbles on the clay 
spot down by my warehouse, and now there are a 
half-dozen of them as tall as I am. I expect to be 
in that town for a long time to come; it’s my home 
and my business future is bound up to that place 
just like yours is to HARDWARE AGE. A close 
student of human nature could probably tell what 
some of these high school boys will be five years 
from to-day. I don’t pretend to be an expert on 
that sort of a thing, but I know that some of them 
are going to have a mighty active part in the busi- 
ness street of our village, and if there is anything 
I can do to make those boys believe that I am a live 
wire, you can just bet I’m going to do it. 


Possible Profits and How to Get Them 


“Besides that, there is real money in this stuff. 
Take, for instance, that set,” and he pointed to a 
beautiful case of drawing instruments, “I paid $3.60 
for it, and it sells for $4.95. That little drawing 
scale retails for 60 cents and it cost me a quarter. 
The drawing board sells for 90 cents and I get it 
for 54 cents. I sold three sets of these drawing 
instruments,” he said, putting his forefinger on 
another. “They sell for $5 and cost me $3. So 
you see I figure these goods are going to be busi- 
ness for me both coming and going. This lot is 
going to be shipped to me on the first of August. 
I am buying quite a long ways ahead I know, but I 
am just as sure I want these goods as you are that 
that heavy overcoat isn’t going to see service in 
July. About the middle of August I am going 
to trim a window that will enthuse more kids to 
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go into that drawing class than our school teachers 
are counting on, and in that window I am going to 
have some show cards bearing the endorsement of 
the leaders of last year’s class. If the fellows who 
tackled drawing last year got a lot of good out of 
it and enjoyed the classroom, I figure that as some- 
thing that will boost business for me.” 

While we had been talking this dealer’s wife had 
happened along with an armful of souvenirs in one 
hand and a bunch of the American Steel & Wire 
Company’s carnations in another. “Hello, my 
dear,” he said as he saw her, “I just bought those 
drawing instruments for the high school boys and 
I have been telling the Assistant Manager what we 
are going to do this year.” Then he turned sud- 
denly to me and said, “That sounds like good busi- 
ness, don’t you think so?” I’ll leave it to your 
judgment if “yes” wasn’t the right answer. 


Nursing the Kid Crops 


I’ve kept the notes of that conversation for eight 
months, and if I destroyed them without passing 
this story along, I should feel that a good idea is 
working alone in one town, where publicity might 
permit it to go on and on through every town in 
America where a drawing class will gather in the 
high school for those first lessons in September. 
Wheat, corn and cotton crops are good, but from 
year to year they are more or less uncertain. Per- 
sonally, I have never known of a drought in kids, 
and the older they grow the more they buy, and the 
more they should be given the keen consideration 
of the man who mixes silverware, gun powder, and 
builder’s hardware into his selling stock. 

















Window display of builders’ hardware with a Colonial doorway as a central figure 


Entrance Doorway Helped Window 
Display 


f hang show window display made by the Morehouse 

& Wells Company, Decatur, IIl., of builders’ 
hardware, manufactured by Sargent & Co., New 
Haven, Conn., had as a central feature an entrance 
doorway, serving to dignify the display of hardware 
trim, which included knobs, both metal and glass, 
escutcheon plates, store door sets, and various 


schools of design for outside and interior installa- 
tion. 

To supplement the decorative features there were 
views of fine buildings, including educational insti- 
tutions, office and residential structures. 

One feature of the display was a small card at 
the bottom of each sample board, giving the par- 
ticular period of design shown. 

This use of a full size] doorway as an accessory 
is unusual, and was favorably commented on by 
those who saw the arrangement. 
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Railroad Decision Announced by 


WASHINGTON, August 3, 1914. 


HE Interstate Commerce Commission made 
T public Saturday its long awaited decision in 
the Eastern freight rate cases. The report 
proves to be in the nature of a compromise and as 
outlined in this correspondence of last week. 

No advances are granted to the lines east of Buf- 
falo and Pittsburgh to the Atlantic seaboard, the 
majority of the commission holding that no show- 
ing had been made by the carriers in this section 
that warranted an increase in rates. 

The increases will apply, as previously indicated 
from the advance information, in the territory 
north of the Ohio and Potomac Rivers, and west of 
a line drawn through Buffalo and Pittsburgh to the 
Mississippi River. All class rates and many com- 
modity rates will be advanced 5 per cent. in this 
section. 


Reorganization for New England Lines 


The real relief; the report points out, for the 
New England roads is to be found in a financial 
reorganization upon a sound basis. It was held by 
the commission that rather than raising freight 
rates, the railroads should discontinue certain costly 
free services to shippers, develop a greater efficiency 
of persgnnel and equipment and possibly raise their 
passenger rates to keep pace with the higher grade 
service the public is demanding. 

The increases requested covered three different 
rate territories; the New England section, lying 
east of the Hudson River; the Trunk Line territory, 
lying between the New England section and the 
Bufftalo-Pittsburgh line; and the Central Freight 
Association territory, lying between the Buffalo- 
Pittsburgh line and the Mississippi River. The 
increases allowed apply only to lines in the last 
named territory. 


Financial Difficulties Recognized 


The present financial difficulties of the carriers 
are recognized by the commission as a problem not 
only of the railroads, but of the public, which it is 
the duty of the commission to solve. On this point 
the report says that “it is our duty and purpose to 
aid as far as we may legally do so in the solution 
of the problem as to the course carriers may pursue 
to meet the situation.” 
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The commission finds that the rates in Central 
Freight Association territory, as a whole, are not 
only. lower than the rates in either of the two other 
sections involved, but that they are lower than the 
rates in any other part of the United States. 

On the other hand, the decision indicates that the 
financial conditions of the carriers in the so-called 
Trunk Line section do not warrant any general in- 
crease, and that the needs of the New England 
lines are being cared for locally. 


How Carriers May Increase Their Revenues 


As all the big systems have each a considerable 
mileage in Central Freight Association territory 
where the increases are allowed, their revenues, it 
is pointed out, will be augmented to some extent 
by the advances allowed that section. 

The commission reports that great opportunity 
exists for increasing the net revenue of all carriers 
in the entire territory concerned otherwise than by 
resorting to a raise in freight rates, and makes the 
following suggestions: 

A conference with the state commissioners look- 
ing to an advance in certain passenger rates shown 
to be clearly unremunerative. 

The cancellation of a long list of free services 
now being rendered by the carriers, such as free 
time for loading and unloading carload freight, 
collecting and delivering freight, non-compensatory 
storage charges, furnishing and paying for wharf- 
age and dockage, reconsigning freight and other 
special services. 

A careful review of methods for increasing 
freight car efficiency. 


Decision Not Unanimous 


The “crisis” which the railroad managers in- 
sisted was confronting them, the commission held 
to have little if any foundation. It denounced 
what it characterized as a propaganda to influence 
the decision, and the report added there was no 
doubt it had seriously aggravated the situation. 

Two of the commissioners, Daniels and McChord, 
dissented from the conclusions of the decision. 
Commissioner Daniels held that the 5 per cent. in- 
crease should have been granted to all the lines, 
basing his opinion on the inadequacy of the car- 
riers’ present revenues to afford a fair return on 
their property. 
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Commissioner McChord’s dissent concludes with 
the statement that “the transportation conditions 
in the several territories involved are not so unlike 
as to indicate the wisdom of such dissimilar treat- 
ment in the matter of rates.” 

An order will be issued cancelling the general 
5 per cent. increase tentatively proposed by the rail- 
roads, and such roads as are granted the advances 
will file individual tariffs to cover. The decision 
carrying the increased rates is effective at once. 


Effect Largely Discounted 


It is not considered that the decision, under the 
present circumstances and considering that the na- 
ture of the order was pretty well known more than 


a week ago, will result in any material downward 


tendency, either of the railroads directly concerned 
or the financial interests generally. 

The effect of the order has already been largely 
discounted, and, it is confidently expected, the car- 
riers will decide that the half a loaf granted is a 
little better if anything than the flat refusal as 
booked for a little while back. 


Changes in Trade Commission Bill 


The persistent hammering by respectable busi- 
ness interests against various provisions of the 
pending anti-trust bills would seem to be bearing 


some fruit. : 


The fact that practically all the delegations re- 


ceived at the White House during the past few 


weeks have been united in opposition to certain 
features of the proposed anti-trust legislation is 
reported as having impressed the President with 
the necessity of suggesting some changes in both 
the Newlands and the Clayton bills. 

The conference on Wednesday last of the Whole- 
salers’ delegation, from more than one White House 
report, proved to be one of the most satisfactory 
interviews since the inauguration of the practice. 
The spirit evinced by the members of the various 
wholesale organizations represented was much ap- 
preciated by Mr. Wilson, and served, so it is said, 
to clinch the feeling, on the part of the Chief 
Executive, that he is considered sincere in his ef- 
forts to clear up the existent uncertainty and help 
along the righteous business man, big or little. 


Right of Court Review 


The Senate yesterday adopted the Cummins 
amendment to the “unfair competition” section of 
the Trade Commission Bill, which meets to some 
extent one of the principal criticisms against this 
measure. 

The Cummins amendment provides that the com- 
mission shall fix a date for hearing charges when- 
ever it shall have reason to believe that a corpora- 
tion is violating the prohibition against unfair 
competition. In case of an affirmative finding the 
corporation will be ordered to desist from the 
practice. 

The defendant corporation is then permitted to 
bring suit in any district court to have the order 
set aside or modified, the procedure being in line 
with that now enforced on appeals from decisions 
of the.Interstate Commerce Commission. 

The Newlands measure will pass the Senate 
within the next few days. This is now practically 
assured. The Clayton bill will then be called up, 
and, it is expected, its consideration will be expe- 
dited by reason of the apparent spirit of compro- 
mise that has been assumed by the Democratic 
leaders. 

The Country Is Sound 


President Wilson and the Administration have 


- taken prompt steps to safeguard the country, just 
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as far as that is possible, against any threatening 
commercial or financial dangers growing out of the 
ugly European situation. 

At the request of Secretary of the Treasury Mc- 
Adoo, the Senate yesterday promptly passed a pre- 
cautionary measure against financial disturbance 
in the United States, in the form of an amendment 
to the Aldrich-Vreeland emergency currency act. 

The amendment permits national banks to avail 
themselves of the benefits of the emergency act, 
irrespective of the clause requiring them to take 
out circulation based on government bonds. They 
may issue now, if desired, up to half a billion of 
emergency currency based on commercial paper. 

Despite the several precautionary steps that have 
been, and are being, taken by the administration, 
there are no evidences that Washington fears any 
serious consequences as a result of the rupture 
across the water. | 

Such incidents as the closing of American ex- 
changes in order to prevent any danger of panic, 
and the action of certain interests in protecting 
the Chicago grain market, are taken as indicating 
how effectively sense and patriotism are working 
together, and as evidence of the basic soundness of 
American commercial and financial institutions. 

The generally expressed opinions of the big men 
of affairs, in the business as well as the political 
circles of the capital, tend to verify the statement 
of the Secretary of Commerce that a vast range 
of opportunity for national advance may be un- 
folded through the misfortune that seemingly is 
to break over Europe. 


Manhattan Association Plans 
Clambake 


f gran Hardware & Supply Dealers’ Association of 

Manhattan and Bronx Boroughs, 67-69 West 
125th street, has chosen Wednesday, September 9, 
for its annual clambake and outing. 

It will be held this year at Duers, Whitestone 
Landing, Long Island. It will start with a morning 
sail up Long Island Sound. A substantial break- 
fast will be served when the party arrives at White- 
stone Landing. After that there will be land and 
water sports for the athletic and non-athletic per- 
sons. There will be prizes for distribution among 
the 1, 2 and 3 men in the different events. 

In the afternoon there will be an especially fine 
clambake with all of the customary accessories. 

Tickets including transportation and meals will 
be $5.00 each, which may be obtained from the out- 
ing committee, of which J. M. Kohlmeier is chair- 
man, or of H. G. P. Nerge, secretary of the associa- 
tion. 


Twelve Things to Remember 
By Marshall Field 


The value of time. | 
The success of perseverance. ' 
The pleasure of working. 

The dignity of simplicity. 

The worth of character. 

The power of kindness. 

The influence of example. 

The obligation of duty. 

The wisdom of economy. 

The virtue of patience. 

The improvement of talent. 

The joy of originating. 


THE DRIVER-HARRIS WIRE COMPANY, Harrison, N. J., 
has filed plans for the erection of a one-story building, 
75 x 120 ft., to cost about $12,000. 



















LIFE’S LITTLE TRAGEDIES AS 
THE CARTOONISTS SEE THEM 


She—Isn’t She Positively Silly? Watchful waiting Cleveland 


N.Y Word’ Proin Dealer 










LAUGH JACK AND 
LET PAPA SEE 
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When A Feller Needs A Friend When A Feller Needs A Friend 
NY Tribune NY Tribune 
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EDITORIAL COMMENT 


An Indictment of Civilization 


N Vienna there is a doddering old man, the 
offspring of a tainted house, who sits on the 
throne of the dual empire. 

In St. Petersburg there is a weak, well-mean- 
ing neurotic who by the accident of birth hap- 
pens to be the Czar of All the Russias. 

In Berlin there is a brilliant, talented, am- 
bitious manipulator of politics who is German 
Emperor by grace of the genius of Bismarck, 
Moltke and Roon. 

Of these three men, only the one in Berlin 
has more than mediocre abilities; yet the three 
are permitted to play with the lives of millions 
of men, with property worth thousands cf 
millions of dollars, with the commerce and in- 
dustry and prosperity and laws and institutions 
not merely of empires and kingdoms but of 
continents. It is left to them to determine 
whether the world is to witness the most deadly 
and devastating war of all history. 

The thing would be laughable, ridiculous, if 
it were not so ghastly. 


War of itself may be wise or unwise, just or 
unjust; but that the issue of a world-wide war 
should rest in the hands of three men—any 
three men—and that the hundreds of millions 
who will bear the burden and be affected in 
every relation of life by the outcome of such a 
war should passively leave the decision to these 
three men is an indictment of civilization itself. 

Human progress is slow indeed when a whole 
continent is still ready to fight for anything ex- 
cept the right to life, liberty and self-govern- 
ment.—New York World. 


Quite a number of Americans recently tour- 
ing Europe now probably regret that they are 
not Seeing America First. 


War 


THE slender thread upon which European 
peace has been hanging for several weeks 
has at last snapped. 

A great war, greater probably than has ever 
been recorded, has started and. every hour 
brings news of other nations joining in the 
hellish work of devastation that has already 
entangled Germany, Austria, Servia, Russia 
and France. So rapidly is war news in the 
making that this editorial which has already 
been twice rewritten will -probably look old 
when it is received by our readers. 

The cost and probable consequences of a war 
of such magnitude are so tremendous and so 
incalculably disastrous that the world has been 
eee believe in the possibility of a crime so 
awful. 
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The nations who are actually at war as this 
paper goes to press can by a supreme effort 
put seventeen million armed men into the field 
and there is a strong probakility that England, 
Italy and a number of the lesser European pow- 
ers will be drawn into the conflict. 

There are those who maintain that this war 
will mean much to commercial America. It 
undoubtedly will, but the balance will not all 
be on right side of the ledger. It has been said 
that war never helps anybody except the peo- 
ple who publish geographies. 

The first steps of this great European con- 
flagration have, however, forced some construc- 
tive thoughts to the front in the United States. 

In every Atlantic harbor of importance we 


have English, French, Austrian and German 


vessels of commerce tied securely to the wharfs, 
as useless to the world as if they had never 
been built. They are afraid to venture outside 
the harbors of a neutral nation. The losses 
caused by these idle steamships are simply . 
enormous and these losses will be felt sharply 


by American shippers inside of thirty days. 
This war has already emphasized, more than a 
hundred years of peace could have, the pitifully 
small number of commercial vessels flying the 
stars and stripes. 

The first need of an American commercial 
fleet is to go into foreign ports and bring home 
the thousands upon thousands of our citizens 
who have been caught abroad and have no 
means of returning home. American ships for 
American passengers is a thing. of vital need 
and importance today. 7 

With the commerce of so many world pow- 
ers paralyzed there instantly arises the question 
of who shall carry the world’s mail as its 
freights. Foreign fiags fly on the great major- 
ity of the vessels which ply between the United 
States and South America. While these boats 
are hugging the piers in friendly ports, who 
and what will continue the work they have been 
doing? 

We are here strongly reminded of Senator 
Week’s recent suggestion that various Ameri- 
can cruisers be refitted for passenger, mail and 
freight service to South American ports. This 
suggestion was well received in congress and 
throughout the country. 

The situation in Europe gives the idea even 
greater force. A cruiser might not carry much 
freight but it could keep the mail and passenger 
routes open. Some of our army transports 
would afford accommodations to tourists anx- 
ious to get home that they would not despise. 

Governmental activity in commercial lines 
never has such high sanction as when exhibited 
in the absence or during the paralysis of pri- 
vate enterprise. It is an ideal time to test 
Senator Week’s suggestion. 
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August 6, 1914 


Senator Underwood has just presented a bill 
admitting foreign built ships to American reg- 
ister. This bill should be passed without delay. 
In its general purport it should have been writ- 
ten into our statutes long ago. Now the need 
of it is an emergency need. There must be neu- 
tral ships to carry American products abroad 
or our prosperity will be even less apparent 
than it is today and famine will work needless 
havoc in Europe. 

As an emergency measure the shipping bill 
will demand great care in administration. The 
cruisers of belligerent powers will not be slow 
to seek pretexts for interfering with vessels 
transferred to American ownership and dis- 
putes over such questions might menace neu- 
trality. 

When ships are bought under the Underwood 
Act there must not be the slightest doubt that 
each sale is a bonafide one, capable of prompt 
proof whenever and wherever questioned. If 
the act is passed, our government will undoubt- 
edly see to it that all transfers are the result 
of actual sales and not fraud upon the good 
faith of nations. 

An American merchant marine was crushed 
out of existence by our Civil War. The great 
conflict in Europe may restore it to us.if our 
action is wise, prompt and energetic. 

The price of American food stuffs is going 
to soar to prices never before realized. Some 
extra factory activities may also be expected 
as a result of this war, and foreign trade pos- 
sibilities, particularly with South America, are 
enormous, but we should not lose sight of the 
fact that a great distinctive war will cripple 
the business activities of the entire world and 
a rich nation has a hard time trading with 
bankrupt neighbors. 

This foreign calamity may temporarily re- 
vive American business. We want prosperity. 
We want it badly, but God forbid that we should 
have it at such costs as Europe is evidently 
going to pay for an awaking of our business 
activities. 


While Europe is mobilizing her armies, the 
United States goes peacefully on mobilizing 
her crops, all of which will be needed by and 


by. 


Buying Efficiency Limited by 
Selling Ability 


ARDWARE AGE has received a letter from 

a Central Western manufacturer quoting 

a recent editorial which appeared in these 
columns as follows: 

“It is the duty of every merchant to buy his 
goods at the lowest price possible, conditions 
being considered. He owes this to both himself 
and his customers. Buying is one of the most 
important phases of the work which he under- 
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takes. It deserves constant attention, and 
unless it receives this the dealer is almost sure 
to pay too much for many articles that he buys.” 

The manufacturer then asks: “What is the 
logical conclusion of this if carried to its final- 
ity, assuming that every buyer has reached an 
hundred per cent efficiency ?” 

Our answer is as follows: It is useless to at- 
tempt any conclusion based upon a buyer attain- 
ing 100 per cent. efficiency, since the man so 
developed would be one who made no mistakes. 

Granting, however, that your buyer has de- 
veloped his efficiency to the utmost he would 
secure the goods you use at the lowest possible 
price, conditions being considered. These con- — 
ditions would include a careful survey of the 
qualities of materials best suited for your re- 
quirements, and the specification of such quanti- 
ties as you could use in a given period of time, 
eliminating the possibility of your business 
being burdened heavily with an overstock. 

Thus you can see that no matter how much 
knowledge and ability your buyer may possess 
the results of his efficiency would be limited by 
the ability of your selling force to dispose of the 
goods. Price has ever been based largely on 
quantity. Unless a certain quantity can be used 
in a length of time which does not render the 
investment burdensome, your buyer should not 
specify that quantity, and therefore his ability 
to secure a low price is handicapped by the sell- 
ing end of your business. 

Applying the same degree of efficiency to the 
retail trade we would conclude that quicker 
turnovers would be one of the first results. 
Quantities now specified by many buyers would 
be reduced. Attempts to purchase in quantities 
which would not be consumed for six months 
would be replaced by purchases which would 
turn the amount invested from three to six 
times instead of once. Such a procedure would 
probably bring about more general discounting 
of bills by retailers. 

The buyer whose efficiency was highly de- 
veloped would not necessarily fill the shelves of 
his store with cheap goods for the sake of price. 
It would be his aim to secure those goods which 
his trade demanded, and upon which his firm 
could build an enviable reputation. 

His efficiency would also be limited by the 
selling ability of his co-workers. If his com- 
petitor was able to sell as much hardware in 
six months as his force could in twelve then 
the buyer would be under a handicap. Likewise 
if the same selling force was unable to grasp 
the selling points of various articles of merit so 
that customers could be shown the superiority 
of these goods over others, that buyer would 
be still further hampered. 

If our conclusions do not agree with yours 
we would appreciate very much an expression 
from you and would be pleased to give your 
expression space in the columns of HARDWARE 
AGE. 





























































From the View Point of Our Readers 









The columns of HARDWARE AGE are open at all times for the expressions of our readers on any subject of interest 


Jobber Should Fight Catalog 


Houses 


Editor HARDWARE AGE: 

It has been our contention ever since the cata- 
log house commenced to exist that the retail hard- 
ware dealer ought to be able to meet the catalog 
house price, same terms, etc., considered. They 
have made a big fight for parcel post and will fight 
harder for its extension. When they get it, which 
they are liable to do, nearly all hardware jobbers 
will go. into the catalog business, direct to the peo- 
ple. Retail. hardware houses will have to content 
themselves to sell iron, nails and wire. “We be- 
lieve it behooves the jobber to fight for no further 
extension of parcel post, fight the catalog house in 
every legitimate way, and especially advocate and 
work hard for one-cent letter postage. As it now 
is this item is keeping the postal service from 
“going broke.” 

Yours truly, 
GRANT-HASSAN HARDWARE CoO., 
| Per J. D. Hassan. 
Morristown, Tenn., July 28, 1914. 


Hamp Williams Endorses Editorial 


Comment 


Editor HARDWARE AGE: 

Answering yours of July 24 asking me for my 
opinion of the editorial comment on page 64 of 
HARDWARE AGE, July 23, will say that I read it and 
I endorse it. “Them’s my sentiments.” 

On July 10, I wrote a friend of mine expressing 
my views on the work of the Trades Relations Com- 
mittee, also my opinion of the Service Bureau, and 
this is a copy of about what I wrote that friend at 
that time: 

I have.a very high regard for the membership 
of the Trades Relations Committee. I regard them 
as men of honor and ability. I believe that they 
can accomplish as much as any other five members 
of our association, but I doubt very much whether 
they will ever do me any good as a retailer. It is 
true they represent us, but when they hold confer- 
ences with the jobbers. and manufacturers they 
are not in a position to promise them anything 
definite because the retailers are of too many dif- 
ferent minds and work under too many different 
conditions. They may find plenty of trouble, but 
are unable to correct it. 

The Service Bureau, as I understand it, will be 
worth more to me as a retail dealer than the Trades 
Relations Committee. The Service Bureau will 
furnish me prices on different articles and tell me 
where I can get them. In other words, they will 
furnish me the information that will do me good 
if I am disposed to use it. That, of course, would 
be left entirely to me. As the old saying goes, 
“You can lead a horse to water, but you cannot 
make him drink.” It is my duty to protect my own 
business. No committee can do that for me. They 
may furnish me with information that will be val- 
uable to me in protecting my business, but I must 
do the work after all. 

I have given my opinion several times on the 
question of the elimination of the jobber and buy- 
ing direct from the manufacturer. The proposi- 
tion is perfectly ridiculous. The jobber to the re- 


tailer is just as essential as the retailer is to the 
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consumer. It is all right for us to scrap with the: 
jobber and it is all right for us to buy some goods. 
from the manufacturer. In fact, it is perfectly 
right and legitimate for us as retailers to buy our 
goods as cheaply as possible. Competition forces. 
us to do that, but after all our factory buying, our 
fussing and fuming about prices, we will buy the. 
principal part of our goods from the jobbers. If 
my jobbers were in a position to meet all prices, I 
would buy everything from the jobbers because I 
could not get along without them. Co-operative 
buying among the retail hardware merchants. 
would be about the same as co-operative buying 
among the farmers. It is not practical and will not 
stand the test. I think, as you do, that the National 
Retail Hardware Association is doing exactly the 
right thing when it gives its endorsement to the: 
Price and Service Bureau. 
Yours truly, 
HAMP WILLIAMS. 
Hot Springs, Ark., July 27, 1914. 


Retailers Could ““Bunch” Orders to 
Advantage 


Editor HARDWARE AGE: 

I have read with interest your article in the 
issue of July 23 of HARDWARE AGE. 

Your article is good. Personally, I am in favor of 
factory buying for the retailer, although I appreciate 
that the small retailer cannot do so to his advan- 
tage, but he could get the merchants in his vicinity 
to bunch their purchases on staple lines and make 
a good showing over prices charged by the average 
jobber. 

You know as well as I that the jobbers have been 
giving close prices on staples and on articles that 
were not so well known have asked, and gotten 
away with, outrageous prices. If the jobber gets 
right he can still retain much of this trade, al- 
though the tendency is to buy direct. 

Yours truly, 
GEO. W. HEALEY & SON, 
By E. M. Healey. 
Dubuque, la., July 27, 1914. 


Jobber Best Friend Retailer Has 


Editor HARDWARE AGE: 

Regarding your editorial of July 23 on the “Re- 
tailer’s Problem of Securing Lower Costs,” we 
think the stand you take is the proper one because 
we think that the jobber is not only a necessity 
and a convenience, but, take it all around, is the 
best friend the retailer has. 

Yours truly, 
SELFRIDGE & HORAN, 
Per T. A. Horan. 
Niles, Mich, July 27, 1914. 


T. N. Witten Discusses Several 
Subjects 


Editor HARDWARE AGE: 

I am enclosing a letter which I wrote you on July 
16 and have been holding. Since receiving your 
letter of July 24 and reading your editorial on the 
‘“Retailer’s Problem of Securing Lower Costs,” I 
am going to send it to you. 
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August 6, 1914 


I am heartily in favor of your editorial in most 
all parts, and it seems we have been thinking along 
the same lines at about the same time. 

What prompted me to write this was being so- 
licited by a certain concern getting out a catalog 
to compete with a mail order house, and after con- 
siderable argument with the young gentleman, for 
the most part, I did not agree with him. I do not 
believe that the small retailer, or the large ones, 
will ever be able to get very far with that proposi- 
tion. In the first place they have only one dealer 
in each town, and personally I do care to take any 
unbusiness-like advantage of my competitors. I 
would rather win, if possible, in a fair, square, 
legitimate way. 

I believe that if the “Trenton Idea” was put into 
practice among the manufacturers, jobbers and re- 
tailers that it would work just as well there as it 
works with the retail dealers and farmers. I be- 
lieve that the jobber that stays in business will 
have to get busy and put himself in position to 
meet the catalog house on the same quality of 
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goods. I never believed that a merchant could force 
or legislate people to trade with him, and always 
found that I could accomplish a great deal more by 
co-operation than by force or hatred. 

Believing that you will understand my position, 


I am, Yours truly, 
T. N. WITTEN. 
Trenton, Mo., July 25, 1914. 


Co-operation Will Help Solve 


Problem 


Editor HARDWARE AGE: 


I fully endorse the views expressed in the edi- 
torial in HARDWARE AGE of July 23. There is no 
doubt in my mind that the jobbers are very essen- 
tial to the small retailer. Their co-operation will 
help solve the problem. wc 

’ Yours very truly, 
T. H. DELOACH. 
Demopolis, Ala., July 27, 1914. 





KUROPEAN WAR CLOUDS. 


Editor’s Note—This letter was dated July 30 


weekly comment letter to their clients, the 

hardware jobbers, say that in this section of 
the country the view prevails that at the last mo- 
ment a way out of the difficulties will be found, 
merely because of the inhumanity and tremendous 
destructive possibilities of a war among the largest, 
most civilized nations, yet it is fully realized that 
‘a peaceful control of the situation may at any mo- 
ment become an impossibility, therefore let us in- 
dulge in these theories as to the position of the 
United States in the event of a general European 
war. 

It is estimated that at least one million able- 
bodied men would be drawn from our labor markets, 
at a time when agricultural conditions were ab- 
normally good, and at least a temporary revival of 
business quite promising. 

It is further estimated that approximately fifteen 
million men would be in the field, a large number of 
them taken from various industries with the conse- 
quent waste and destruction, rather than produc- 
tion of the world’s needs. 

The maintenance of the armies would cost ap- 
proximately thirty million dollars per day, to say 
nothing of the otherwise enormous waste and de- 
struction; the effect upon money market conditions 
would therefore naturally be quite pronounced. 

The values of securities would shrink enormously, 
and the unloading of American securities held by 
Europeans, and the demand upon the United States 
and Canada for financial assistance would certainly 
tighten the money market and create higher rates 
of interest. 

There would probably be created an abnormal de- 
mand from abroad for American products, not only 
on account of army and navy supplies, but also the 
restrictions upon production and trade in the great 
producing nations of Europe. 

At the outset the foreign shipping interests 
would be affected seriously, consequently our export 
and import shipments, but possibly by a special act 
of Congress many of the foreign ships would be 
granted American charters, and within a reasonable 
space of time we would have adequate shipping fa- 
cilities for our increased export trade. 


() “week BROTHERS, of New York, in their 


There would likely be a great increase in the de- 
mand upon us for iron and steel, lumber, coal, chem- 
icals, petroleum, vehicles, animals, cotton, cloths, 
leather and many other articles which we export to 
Europe, and the paralysis of various European in- 
dustries would help our trade with the Asiatic, 
African and South American countries. 

The increased demand upon us for food products 
would probably enhance values for the benefit of 
the producers and sellers, but at the cost of domestic 
consumers, who are far more numerous. The bene- 
fits, however, would likely accrue to the hardware 
jobbers and retailers in agricultural communities, 
because of the increased revenue to the farmers. 

The prices of iron and steel products would prob- 
ably be strengthened and in fact advanced mate- 
rially, not only on account of the increased demand 
upon us, but also because of the elimination of 
foreign competition, which of late has been more 
disturbing than heretofore, and the better opening 
for us in foreign markets other than Europe. 

The demand for copper, and prices of copper prod- 
ucts, would probably fall off, as indicated by the de- 
cline of 4ec. per pound on ingot copper merely on 
account of the possibilities of war. This is due to 
the fact that about 40 per cent. of our copper prod- 
ucts are marketed abroad, and consumed largely in 
the industrial enterprises of Europe, which would 
be somewhat paralyzed. 

The same is true of cotton, European industries 
consuming immense quantities of our raw cotton. 
In the event of a general European war the market 
prices of cotton would probably be reduced, other- 
wise they are likely to be advanced on account of 
the damage to the crops in some parts of the South, 
especially the droughts in Texas. 

The industrial position of some powerful Euro- 
pean nations would probably be thrown back from 
twenty to forty years in advancement, while the ex- 
port trade of the United States would be sent for- 
ward with a bound. 

Unquestionably some industries would profit at 
the expense of others, and eventually we would all 
have to share the penalty for the enormous waste 
and loss, yet the ultimate lossto this country would 
likely be more than offset by the gains. 
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Steel and Hardware Prices 
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It is too soon to say what effect the war 
involving nearly all Europe will have on the 
American iron and steel trades. 

Leading makers of wire nails state that the 
advance of 5 cents per keg in prices is being 
firmly held on new orders. SR ACES Pha oa 





MARKET SUMMARY FOR THE BUSY READER 






New demand for black and galvanized 
sheets is fair and specifications are heavier 
than for some time. 

The Arkansas Natural Gas Company has 
given an order to the National Tube Company — 
for 54 miles of 16-inch line pipe and has 


entered some smaller orders. 
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Office of HARDWARE AGE, 
Pittsburgh, Pa., August 1, 1914. 


A® yet it is too soon to say what effect the threatened . 


war involving nearly all Europe will have on the 
American iron and steel trades. If the war should ma- 
terialize, nearly all the countries involved would prob- 
ably suspend manufacturing operations to.a large ex- 
tent, as the men employed in the foreign mills and 
foundries would be drafted into the army and a scarcity 
of expert mill men would result. It is probable that 
large contracts for army supplies of various kinds will 
come to this country if the war is prolonged, and it 
would also create a tremendous demand for foodstuffs, 
also clothes, shoes and other wearing apparel for the 
men. One effect already noticed is the fact that foreign 
makers of ferromanganese have withdrawn all prices 
and a serious shortage in the supply of this product, 
which is used in making steel, may result. However, 
there is in Pittsburgh a company fully equipped to 
make ferromanganese on a large scale, this being the 
Carnegie Steel Company, which for years has made its 
own supply and last fall sold a large quantity of ferro- 
manganese to some of the leading steel companies. 
When there may be delays in deliveries of foreign ma- 
terial already bought the Carnegie Steel Company 
would probably be able to make up any shortage in the 
home demand. It is the opinion of the heads of lead- 
ing steel companies here that if the war is prolonged it 
will lead to a heavy demand for various steel products, 
especially armor plate. At present the Carnegie Steel 
Company, the Bethlehem Steel Company and the Mid- 
vale Steel Works, the three makers of armor plate in 
this country, are filling contracts for Russia, Norway 
and Japan. It is probable, too, that foreign orders for 
tin plate would come to this country more largely, and, 
sized up as a whole, while the war would be regrettable 
from the standpoint of the loss of human life and the 
suffering it always entails, it would probably be in the 
end of benefit to this country. The hope is very strong 
here that the government heads of the foreign countries 
may be able to avert what threatens to-be the worst 
war the far East has ever known. 

There is not much important news in regard to the 
local iron and steel trades, which in July went along 
about the same pace as in June. There has been a 
small increase in orders, but the heavy buying confi- 
dently expected in July only partly materialized. Last 
month some fairly heavy contracts for sheets, steel bars 
and other products were made for delivery over the 
third quarter and in some cases over the entire last half 
of this year, but as a rule consumers are still inclined 
to cover only for not more than two or three months 
ahead. The advance of $1 a ton on the three leading 
products—plates, shapes and bars—has been well main- 
tained, and a fair amount of tonnage has been sold at 
the new price of 1.15c. on these products. Another ef- 
fect of the advance has been to materially increase 
specifications against contracts placed prior to the ad- 
vance at the old price of 1.10c. In the case of wire 
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products heavy specifications are being received by the 
mills against contracts placed on the basis of $1.50 for 
wire nails and $1.30 for plain annealed wire. 

- The local hardware trade is fairly good, but the vol- 
ume of business is not as heavy as at this time last 
year. Retail hardware dealers, particularly the coun- 
try trade, are still placing orders mostly for small lots 
to meet current needs. Prices are fairly steady, but are 
not showing any signs as yet of going higher. . There is 
a good demand for seasonable hardware lines, and local 
hardware stores are paying more and more attention to 
handling full lines of camping outfits, including tents, 
in which a good business is being done. Business men 
are realizing more and more that in order to enjoy com- 
plete rest it is necessary to go to quiet places, such as 
fishing territories, and: local hardware dealers report a 
larger trade in fishing accessories this year than usual. 
The volume of business in August is expected to be as 
large as in July and early September. After traveling 
men have had their vacations and are again on the road 
a material increase in orders is expected. 

There has been a tightening up in the local money 
market this week, due to the war scare, and the local 
stock exchange is closed and will likely remain so for 
some time. Collections are only fairly good. 


WirE NatiLts.—Leading makers of wire nails state 
that the advance of 5c. per keg in prices is being firmly 
held on new orders, but jobbers and the large retail 
hardware trade pretty well covered their needs in wire 
nails over the next 60 days at the old price of $1.50 base 
per keg. Specifications against these contracts are 
heavy, and the American Steel & Wire Company, Jones 
& Laughlin Steel Company and other leading makers 
of wire nails are running their mills to a larger rate of 
capacity than for some time. Stocks of nails in the 
hands of jobbers and retailers all over the country are 
light, and a good deal of activity in the wire nail trade 
is looked for over the next two or three months. 


We quote wire nails as follows: in carload lots to jobbers, 
$1.55, f.o.b. Pittsburgh, freight added to point of delivery. 
Jobbers charge the usual advances over these prices for 
small lots from store. 

Cut Naiis.—There is a fair new demand for cut 
nails in small lots, and specifications against contracts 
are moderately active. Prices are firmer and it is 
stated that $1.60 on cut nails, f.o.b. Pittsburgh, is firmly 


held. 


We quote nails at $1.60 to $1.65 per keg in carload and 
larger lots to jobbers; carloads to retailers, $1.65, f.0.b. Pitts- 
burgh, terms 60 days, or 2 per cent. off for cash in 10 days, 
freight added to point of delivery. 


BARB WIRE.—Only a small amount of business is be- 
ing done, as this is the dull season in the barb wire 
trade and fall business has not yet started. The ad- 
vance of $1 a ton in prices is said to be firmly held. 

We quote painted barb wire to jobbers, $1.55; galvanized, 
$1.95 in carloads to jobbers, usual terms, freight added to 


points of delivery. Jobbers charge the usual advances for 
small lots from stock. 
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FENCE WIRE.—-The vacation season for salesmen of 
fence wire is pretty well over and the makers expect 
that within a short time fabricators will soon com- 
mence to place orders to make up stock for fall busi- 
ness. The present demand is only for small lots to 
cover current needs. 

Prices in effect are as follows: Annealed fence wire in car- 
load lots to jobbers, $1.35 base; galvanized, $1.75, with the 
usual advances charged to jobbers for small lots from store. 

Tin PLaTe.—Present conditions in the tin plate trade 
are only fairly good. Specifications against contracts 
from can makers and other large consumers of bright 
plate were not as heavy in July-as in former years, 
probably due to shortness in the crop of early June 
peas, which was lighter this year than usual, and the 
pack. was not nearly as heavy. Three or four new 
makers of tin plate have disturbed market prices to 
some extent by going to consumers, already under con- 
tract, and offering them tin plate at lower prices than 
named in their contracts. As a result of this, some 
consumers cancelled former contracts and made new 
ones at lower prices. The American Sheet & Tin Plate 
Company is operating to about 90 per cent. of tin plate 
capacity, but runs only four days a week, closing down 
on Friday and Saturday. 

We quote 100 Ib. cokes at $3.30 to $3.40 and 100 ib. ternes 


at $3.20 to $3.30 per base box f.o.b. Pittsburgh, prices depend- 
ing largely on the size of the order. 


Nuts, BoLts AND Rivets.—Makers report new orders 
only fair and only for small lots. Consumers and the 
large jobbing trade covered in June and early July for 
their needs over third quarter and in some cases over 
last half of the year, and specifications against these 
contracts are coming in at a fair rate. ‘Discounts on 
nuts and bolts are shaded more or less, depending on 
the order and deliveries wanted. 

We quote button-head structural rivets in carload lots 
at 1.50c., and in small lots at 1.60c.; cone-head boiler rivets, 
1.60¢c. in carload lots and 1.65c. in small lots, with terms 30 
days net, 2 per cent. for cash in 10 days. Discounts on nuts 


and bolts are as follows in lots of 300 Ib. or over, delivered 
within a 20c. freight radius of maker’s works: 


Coach and lag SCreWS.......ssccceses 80 and 5% off 
Small carriage bolts, cut threads............ 80% off 
Small carriage bolts, rolled threads... .80 and 5% off 
LATHES COFTIAMO DOB oc ccc cccccscacsee 75 and 5% off 
Small machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, rolled threads. ..80 and 10% off 
Large machine bolts Pa Ey Ps ARG 75 and 10% off 
Machine bolts, c.p.c. & t nuts, small......... 80% off 
Machine bolts, c.p.c. & t nuts, large.. “4 and 5% off 
Square h.p. a blanked and tapped. . 6.30 off list 
DEE: WN: on cco cule oda cbs 6.060 ad 7.20 off list 





C.P.C. and r. a: nuts, — and tapped. 3 .00 off list 


Hexagon nuts, % and I oo 65.6% cher 20 off list 
Hexagon nuts, smaller than % in...... 7.80 off list 
Co, Mee MURS. ER. «6 ccs cdcencecoss 5.50 off list 
ok RN Eee ere ee 5.90 off list 


Semi-fin. hex. nuts, Q in. or under. .85, 10 & 10% off 
Semi-fin. hex. nuts, in. and larger....85 &5% off 
Rivets, 7/16 x 6%, smaller & shorter. : 80, 10 & 5% off 


Rivets, tin plated, packages....... 80, 10 and 5% off 
Rivets, metallic tinned, packages. . .80,10 and 5% — 
Standard CO CIEE. ivcbind vemos 442 0, 10 and 10% o 

Standard set-ScrewS ........-e06. 7 5. 10 and 10% or 


SHEETS.—The new demand for black and galvanized 
sheets is fair, and specifications are heavier than for 
some time. Two of the leading sheet makers, the New- 
port Rolling Mill Company at Newport, Ky., and the 
United Steel Company of Canton, Ohio, have recently 
advanced prices and it is believed that within a week 
or two the market on both black and galvanized sheets 
will be fully $1 a ton higher. The absolute minimum of 
the market on Nos. 9 and 10 blue annealed sheets is 
1.35c., on No. 28 black, 1.85c., and on No. 28 galvanized, 
2.80c. On No. 28 black plate, tin. mill sizes, hot rolled 
and annealed, the market is 1.85c., and on Nos. 29 and 
30 gauges, 1.90c. These prices are for carload and 
larger lots, f.o.b. Pittsburgh. 


SHEETS.— Makers’ prices for mill shipment on sheets 
of U. S. Standard gauge, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, are as follows, f.o.b. Pittsburgh, terms 30 
days net or 2 per cent. cash discount in 10 days from 
date of invoice: 

Blue Annealed Sheets 


Cents per Ib. 
ee Ee Bi i, ig es cca bo CWA 6 ees Ose Cees b 1.30 
2 Oe Be nk as ob cet 6 0b aE be aes d tA deSe Res 136 
Nos. 11 and 12....... iy wie ae &e hd Wee eecide’ ees ee 1.40 
es ee ass so see wh eee 6066s ca ree een 1.45 


SO ee SE Be bd o's Bk Sew e ec how £2 ewe E OST 1.55 
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Boz Annealed Sheets, Cold Rolled 


Cents per lb. 
ee ee NE 6 oo ad 6 ee eng wee ad 1.45 to 1.50 
A EE ade bole'n 60d 6 0 ohn a bheebeb Oe eae 1.45 to 1.50 
pS RE I, YR ea et NEE ay tate oe ede 1.50 to 1.55 
ns oa a ie on oan oid bi Se ee 1.55 to 1.60 
SO a ee a ae 1.60 to 1.65 
Se ee ee Ges 6a We &.o oc keke Ge 260 bees 1.65 to 1.70 
ee ee SE. Ec 6 onda in ocak we bo cat 1.70 to 1.75 
GS ie oi eas o pale ts «ond bie dte ek hoa 1.75 to 1.80 
No. 28 adhe Sten acy Oh eae ai ea ew dln ee 1.80 to 1.85 
No OP 4rd ain wh ois Ad WOtodb Gd cle Se Be eek 1.85 to 1.90 
PIPE PR IP OR es a Se er RS 1.95 to 2.00 

Galvanized Sheets of Black Sheet Gauge 

Cents per Ib. 
See, BOCA ABR Gs o ké ows eK ek es aR et 1.75 to 1.80 
I I a a is i a a Pa a ae 1.85 to 1.90 
Nos ap ORM Oe one's cnc 55 6b wee pe Bb ee 1.85 to 1.90 
ens mee SINE ia nas cde ele Ca.cukisle so kee 2.00 to 2.05 
Nos. 17 tle ws 3 6 6 aie ns ohtned énemdan 2.15 to 2.20 
Sey ea es sso Sd oo va Vie Cae ac vib eo% 2.30 to 2.35 
Pe. MI I oa i a, Bee 2.45 to 2.50 
BY We ee en, eer ane ee eet eet ee ae 2.60 to 2.65 
SO 6 aire On oo ee. hb ena haen ttthes 2,75 to 2.80 
SS ere es aS eer 2.90 to 2.95 
BOE, 56:0. 0 4's. + pin gts xia bs tac idenkane 3.05 to 3.10 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gauges, cents per Ib. 
Painting: 29 25 to 28 19 Ae: 24 12 to 18 
peewee, Or Ole... wc ccc cece 0.15 10 0.05 
Graphite, regular ........ .... 0.25 0. 15 0.10 
Forming: 
2, aia 3 and 5 in. corru- 
gated 


0. 
2, V-crimped without sticks 0.05 
to 1% in. corrugated. 0.10 
V-crimped without sticks 0.10 
Pressed, standard seam, 
with ‘cleat SE a ee 0.15 
Plain roll roofing, with or 
without cleats ......... 0.15 
3/15 in. crimped 
Weatherboard siding. ......... 
DEE, SEE cde Gh aude. a 2-0 
Rock face brick and stone 
rr aS 
Roll and cap roofing, with 
caps and cleats ........ 0.25 0.25 


We a a ah ee 0.25 
Ridge roll and flashing 
(plain or corrugated)... .... 0.65 0.65 0.65 


0.05 
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IRON AND STEEL Bars.—Reliable advices are that the 
tonnage of steel bars entered by the leading mills late 
in June and early July for third quarter and last half 
of the year delivery were larger than generally be- 
lieved. Much comment has been made on the fact that 
the International Harvester Company, the largest sin- 
gle user of steel bars in this country, has not covered 
for its needs, but the fact is this company, through its 
identified interest, the Wisconsin Steel Company, rolls 
a very large part of the steel bars it uses and buys 
only a comparatively small tonnage in the open market. 
The advance in prices on steel bars in new orders of $1 
a ton, or to 1.15c., base, is reported as being firmly held. 
Prices on common iron bars are lower, due to competi- 
tion of Western mills, as these have declined to about 
1.15c., Pittsburgh, on desirable orders. 


We quote steel bars 1.15c. and common iron bars at 1.15c. 
to 1.30 c., f.0.b. makers’ mills, Pittsburgh. Regular extras for 
twisting reinforcing steel bars over the base price are as fol- 
lows: % in. and over, $1; % to 11/16 in., $1.50; under 
in., $2.50 per net ton. These extras are not always observ 
and mills that roll steel bars from old rails sometimes en- 
tirely omit them. 

STANDARD Pipe.—lIt is understood the National Tube 
Company has taken an order from the Arkansas Natu- 
ral Gas Company for 54 miles of 16-in. line pipe and 
has entered some smaller orders. The general demand 
for merchant iron and steel pipe in July was fairly 
heavy, but as yet none of the pipe mills is running full, 
operations being from 60 to 75 per cent. of capacity. 
The new demand for oil country good is fairly heavy, 
but the steady decline in the price of crude oil has cut 
off drilling operations to some extent. Low prices con- 
tinue to be made on line pipe, but regular discounts on 
standard -iron and steel pipe are reported as being 


firmly held. | . 


WrovuGHT Pipe.—The following are the jobbers’ car- 
load discounts on the Pittsburgh basing card on steel 
pipe in effect from April 20, 1914, and iron pipe from 
June 2, 1913, all full weight: 





Butt Weld 
Steel Iron 
Inches Black Galv. Inches Black Galv. 
» %& and %... 73 521 Gee; UE bkaces 66 47 
Duals ad beacbeas 77 66 Séieacdences! ae 46 
ee Se RNR ee 8&0 TE .f: Wl caine thawed 69 56 
%, Ow 3% «2... 72 61 
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Lap Weld 





Reamed and Drifted 
1 to 1%, butt... 
utt 


1 
2, lap 
2% to 6, lap.... 





Butt Weld, extra strong, plain ends 
%, %& and &... 57% | 
6642 | 
70% | 

71% | 

Lap Weld, extra strong, plain ends 


651% 
67% 


6614 


Hardware Age 


Lap Weld, double extra strong, plain ends 
49 
59 | 54 
58% | ¢ 53 
47% | 7to8 42 


To the large jobbing trade an additional 5 and 2% per 
cent is allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILER TuBeEs.~Discounts to jobbers, in carloads, in 
effect from May 1, 1914, are as follows: 


Lap Welded Steel | Standard Charcoal Iron 
and 2 in 2 | 1% in D 


in. 
and 


ok otis 
a. & 


“TOTS CO DO bo 


3% to 4% in 
5 and 6 in 


Loccmotive and steamship special charcoal grades bring 
higher prices. 

2% in. and smaller, over 18 ft., 10 per cent. net extra. 

2% in. and larger, over 22 ft., 10 per cent. net extra. 

Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two points for lengths 22 ft. and 
under te destinations east of the Mississippi River: lengths 
over 22 ft., and all shipments going west of the Mississippi 
River must be sold f.o.b. mill at Pittsburgh basing discount, 
lowered by two points. 
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Office of HARDWARE AGE, 
Chicago, Ill., August 3, 1914. 


p Bows foreign situation is considered the principal fac- 
tor in producing a diminution of business during 
the past week. With local markets in a panic-stricken 
condition and exchanges all over the world closing to 
prevent great financial disasters there has been speed- 
ily developed a spirit of more intense conservatism than 
the troubles affecting the business situation throughout 
the year have produced. 

It_ is understood that managers of large concerns, 
such as some of the Armour interests, have been in- 
structed to convert merchandise into cash as soon as 
possible, and this same spirit is being evidenced by 
small merchants. 

In hardware circles the week opened with excellent 
prospects only to suffer a decided relapse when the se- 
riousness of the European situation became known. 
‘There is a fair amount of buying for immediate needs, 
but future contracting, which had begun on a very fa- 
vorable scale, has been noticeably lacking during the 
latter part of the week. 

Adding to the seriousness of the situation, with espe- 
cial reference to the West, is the threatened strike by 
engineers and firemen employed by railroads west of 
Chicago. Fifty thousand men employed by 98 railroads 
are making demands which the roads seem unable to 
grant. A strike would affect 160,000 persons and would 
paralyze traffic in the West. For ten days the United 
States board of mediation has unsuccessfully attempted 
to settle the dispute through arbitration. The matter 
‘was carried before President Wilson on August 1. 

Considerable conjecture as to the probable effect upon 
the commerce of the United States by a general Euro- 
pean war has evoked varied opinions from prominent 
business men. Many see increased prosperity in store 
for a time, though practically all admit a serious de- 
pression would likely follow. Certainly higher prices 


would be obtained for foodstuffs, and probably other 
lines would be affected similarly, though decreased ex- 
port business in agricultural and kindred lines would 
doubtless offset the advantage thus gained. 

Collections are reported as being poorer than they 
have been in a number of years. 


WirE NAILs.—Specifications against contracts are re- 
ported to be received for sufficient quantities to give 
this product a normal summer volume. Mills are un- 
derstood to be working about 70 per cent. of their ca- 
pacity. Prices are without change. 

We quote as follows: carloads to jobbers, $1.73 base; car- 
loads to retailers, $1.78 base; less than carloads to retailers, 
$1.88 base, all f.o.b. Chicago. 

BARB WIRE.—Fewer orders were placed during the 
past week than usual for this product. Contracts were 
placed some two weeks ago for fair quantities, but 
specifications are not forthcoming for immediate ship- 
ment. 

We quote as follows: carloads to jobbers, painted, $1.73 
base; galvanized, $2.13 base; all f.o.b. Chicago. The regular 
advance to retailers for carloads and small lots. 

FENCE WIRE.—Only a fair amount of contracting is 
being done at present for fall delivery of fencing. 

We quote as follows: for fence wire, f.o.b. Chicago, job- 
bers in carloads, annealed, $1.63; galvanized, $2.03; retailers, 
carloads, annealed, $1.68; galvanized, $2.08. Retailers, less 
than carloads, annealed, $1.78; galvanized, $2.18. Staples, 
bright, in carloads to jobbers, $1.83; galvanized, $2.23. ar- 
loads to retailers 5c. extra, with an additional advance of 
10c. for less than carloads. 

LINSEED O1L.—An additional advance of 2c. over the 
quotations of last week is made for linseed oil. The 
schedule in effect to-day, f.o.b. Chicago, and subject to 
change without notice, for strictly pure, old process lin- 
seed oil, is as follows: 


Carloads, raw, 60c.; boiled, 61c.; 5 or more bbls., raw, 62c.; 
boiled, 63c.; less than 5 barrels, raw, 64c.; boiled, 65c. 
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YORK 








Office of HARDWARE AGE, 
New York, Aug. 3, 1914. 
HERE are manufacturers of various classes of 
hardware, including mechanics’ tools and allied 
goods, who admit that business is fairly good, judged 
by monthly and quarterly totals, but it is also true that 


the greater cost of doing business obtained through 
small though frequent orders cuts seriously into gains. 

We are also advised that in some cases output is 
fully as good as last year, the first six months com- 
paring favorably with the corresponding period of 1913, 
while prospects seem promising for fall. An unsatis- 
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factory feature of business and a condition that has 
long prevailed, is the disinclination of merchants to 
stock up to any appreciable extent, contenting them- 
selves with ordering lightly but often. Buyers are com- 
pelling manufacturers to carry the stock. In time this 
may lead producers to make more difference in prices 
between the small orders and larger ones, especially 
when the demand improves. 

The policy of transacting business largely on a 
pick-up basis, especially in and near large centers of 
distribution, also greatly magnifies the amount of effort 
required to reach a given amount of sales. 

To what extent a European war involving the leading 
nations will affect business in this country is a serious 
question, but in the last analysis, humanity in general 
will suffer. Peace favors commerce, the accumulation 
of wealth and an increase in buying power; war causes 
enormous losses and impoverishment if long continued 
on a large scale. If the great European governments 
become involved, with the present efficient instruments 
for destroying life and values, it will become a grave 
question even to neutral nations. 

There are American manufacturers cultivating near 
and distant foreign markets as well as supplying a 
large home trade, who say they are now practically on 
a level with last -yéar in sales, which, in at least one 
instance, was the greatest in the history of a represen- 
tative house widely known. 

Conditions have been and still are unfavorable in 
Latin America, but during the past month, a slight 
improvement has been apparent. According to this 
source of information, they are convinced that the last 
half of 1914 will be as satisfactory as the first half 
of 1913. 

The situation in the Far East is not as favorable as 
desired, but a partial falling off in some of these mar- 
kets has been made up in great measure by increases 
in Australia and New Zealand. 


LINSEED O1L.—The linseed oil market is more or less 
unsettled and growing flax appears to be losing ground, 
owing to adverse weather conditions in both Canada 
and the United States, Northwest. In Canada the loss 
is because of drouth and excessive heat, coupled with 
lack of adequate ground moisture in the spring to 
properly nourish the roots. The flax crop in the west- 
ern United States has suffered considerable damage 
from these causes in certain sections. Well informed 
peeple in the trade now predict a total crop of flax seed 
outside of what will be required for seeding purposes 
next spring, at not over 15,000,000 bushels in the 
United States and 5,000,000 bushels in Canada. 


Linseed oil, raw, city brands, is quoted at 60 cents per 
gallons in lots of 5 or more barrels and 61 cents per gallon 
for less than 5 barrels. 

State and western oil is quite generally quoted at 60 cents 
per gallon, regardless of quantity. 


Rore.—The New York market is still unsatisfactory 
with regard to Manila hemp and other fibers, the situ- 
ation being partly affected by the unwillingness of 
shippers to offer landed terms, which means assuming 
war risks. Manufacturers are supplied for current 
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necessities and believe they are warranted in waiting 
for more definite conclusions as to the prospects of a 
general European war which would necessarily affect 
material from the Philippines and elsewhere in transit. 


WINDOW GLASs.—Conditions in the eastern market 
are passive, although some in the trade report a little 
better feeling. The opinion prevails among manufac- 
turers and jobbers that there is no more stock in re- 
serve than is likely to be consumed until work is 
resumed in the autumn. There is even the prospect 
of a scarcity which is already true of A quality glass, 
for which a premium is now being asked. 

Factories do not care to accept orders for immedi- 
ate quotations until the specifications have been looked 
over regarding sizes and quality because of broken 
stock, especially in the popular sizes, which are always 
first to be demoralized. 

Evidently, there was not much of practical value 
accomplished at the recent meeting of glass manufac- 
turers and distributers at Atlantic City, N. J., accord- 
ing to advices. 

An attempt is being made to form a Glass Dis- 
tributers’ Association within legal limits. 

Window glass in eastern territory is quoted at 90 and 
10 per cent. on single thick and 90 and 20 per cent. 
discount on double thick from jobbers’ lists, with often 
an advance of 5 to 10 per cent. on window glass of 
grade A. 


NAVAL SToRES.—Existing European conditions are 
charged with the present situation of the market in 
this country for naval stores. Buyers are marking 
time, expecting that the pause in export trade for a 
while will temporarily result in lower prices. The pri- 
mary market receipts are abundant but few sales are 
reported. Because of the governing conditions, the 
Savannah market is merely steady. 

In the New York market there is a disposition to 
make concessions to secure orders. 


Spot turpentine ranges at from 47% to 48% cents per 
gallon. 


Rosins are dull and nominal, with prices practically 
the same as recently. 

Common to good strained on the basis of 280 Ib. per bar- 
rel is offered at $3.95 and D grade at $4.10 to $4.25 per 
barrel. 

Wire NaliLts.—There was quite good booking for 
August and September at about the time the advance in 
wire nails was made effective July 18. As many were 
in need of goods it caused an active movement for a 
time. Buyers, however, were not allowed to contract 
for beyond September at current prices. The demand 
has since then slackened and trade is only fair at 
present. 


Wire nails out of store are based on a $1.85 to $1.90 per 
keg base. 


Cut NaiLts.—There is but little doing in cut nails al- - 


though there is a fair amount of buying for current 
necessities. There was no meeting of cut nail manu- 
facturers in July but it is expected there will be one 
about the middle of August. 


Cut nails, out of store, are $1.85 per keg base. 
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Office of HARDWARE AGE, 
San Francisco, July 27, 1914. 


HE announcement that the Panama Canal will be 
opened to commerce next month has caused some 
excitement in local business circles. The steamship 
companies have not yet announced their rates through 
the Canal, but are expected to do so shortly; and it 
is known that considerable business, especially in the 
heavier lines, has been held back in anticipation of 
lower rates. It is reported that many firms are ready 
to put in good-sized stocks, feeling that this is a good 
time to buy. Merchants believe, however, that there 
will be some congestion of traffic at the start, and that 
some time will elapse before rates get down to a settled 
basis. The Canal will undoubtedly be a great aid in 


moving Pacific coast products, the effects of which 
should be felt before the end of the year. 

The stiffening of wire products, etc., has brought out 
a little more interest, though the jobbing trade in steel 
is quiet, and purchases have been of a very conservative 
nature. The most favorable development is an increas- 
ing firmness in the local resale price of pipe. Some 
consumers report a shortage of cement-coated nails, 
owing to shipments via Tehauntepec being held up. 
In general hardware, there are indications in the trade 
at large of a little greater inclination to buy. The 
movement is not of large proportions, and present stocks 
are not being increased greatly, but orders for fall 
delivery in numerous special lines are coming out in 
a satisfactory way. 
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PUBLICITY FOR THE RETAILER 


Cookery Demonstration by College Graduate—New Publicity Plan 





=== = INVITATION TO 


KOOKERY KINKS 
July 20 to 25, Inclusive 





It’s easy for the kook to be pleasant 
When kooking goes ’long like a song, 
But the kook worth while is the one who will 


smile 
When the kooking goes dead wrong. 


So keep up with the modern household, 
Have all the new Kookery Kinks; 
For the cook «ill smile when she has a stove 
worth while 
That will kook while she takes a few winks. 


So come to the Wrtr1ams HARDWARE Co., 
The place where the new kinkeries play, 
And the kook with the smile will be there for 

a while, 
To welcome you each day. 














Miss GertrRupDE ELLiortr, graduate of the University of illinols in House- 
hold Science, will conduct a combined demonstration of th 


Chambers | Fireless Cooker Gas Range 


heats with gas and bakes, hey and roasts 
with the stored heat, and the 


Durham Duplex Fireless 5 Cooker 
which bakes, boils roasts without pre-hea 

Sospings wis be Spveted to shewkes Ge the merits of the 

the t results in using them: Afternoons, at 2: 


bined with the demonstra Saslon andl tee teeetan toad Gan be pembenek. 
note books and jot down the recipes.) 


MONDAY 
The Kooky Kink. 


(Bring your 


THURSDAY 
Meet, meef, all that is savory in meat. 


FRIDAY 
A “cereal” number. 


SATURDAY 


“Don't talk to o— of women fair. 
° 


TUESDAY 
The Staff of Life, with variatiogs. 


WEDNESDAY 
Mingle, mingle pana, 
You that mingle m 

s an inducement to stimulate sales during the demonstration, we 
each Cham Fireles then 
each Duplex F 
come out and boost for higher grade 
many are buying. 
Country customers should be as ~~ interested in our Fireless Cookers as town custom- 

ers in ta By next year we hope to have the range equipped for 


Come out and help boost this educational movement of the Largest Mastwaye Store ina 
town of this size in Illinois. Miss Elliott will teach you something new 


Williams Hardware Company 


Williams Building : : STREATOR, ILLINOIS 
DON'T FORGET THE DATE--July 20 to 25, Inclusive, 1914 


But give me something good to eat.” 


ve as a premium with 
read Mixer, and with 
eae want you to 

cheap junk that 
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kitchen equipment, instead of 








No. 1. A noteworthy feature of this demonstration was 
its presiding genius, a local college graduate 


Comprehensive Fireless Cooker Demonstration 


No. 1 (4% in. x 8% in.).—This is a reproduction 
of a mailing card invitation sent out by the Wil- 
liams Hardware Company, Streator, Ill. The event 
was, as will be seen, a six-day cooking demonstra- 
tion, having for its aim the proper introduction of 
two makes of fireless cookers. A noteworthy fea- 
ture of this demonstration was its presiding genius, 
a local college graduate rather than the usual trav- 
eling demonstrator for the manufacturer. This 
was a good move on the part of the Williams Com- 
pany for it cashes in on local sentiment and more, 
it gives a scientific and authoritative endorsement 
to the whole demonstration. And by doing this it 
will attract many persons who might not attend the 
ordinary demonstration. A good many housewives 
will pass over the ordinary kind of demonstration 
for the reason that they are not immediately inter- 
ested in the goods being demonstrated, but it is a 
different thing entirely where they have the oppor- 
tunity for learning new cookery kinks, as is the 
case with this demonstration, and learning them 
from a recognized authority in the art. In this 
way many women become acquainted at first hand 
with kitchen devices in which before they evidenced 
but little interest. A reading of the invitation card 


will disclose the fact that it has been carefully and 
cleverly written. The demonstration is given a 
catchy title and its objects are placed before the 
reader in a snappy, interesting style, assisted now 
and then by a touch of humor. The premium offer 
forms an additional inducement to visit the store 
and become acquainted with the cookers. Our only 
criticism of the card is in the items listed under 
the different days. We think some of these could 
be made clearer and all should be more detailed. 
The attendance is bound to be different each day 
and many will come only once and it is good policy 
to furnish these one-time visitors with information 
definite enough to enable them to choose the day 
during which the subjects will be most to their lik- 
inng. This applies with equal force to the lady 
who may attend two or three days out of the six. 
We should like to see other hardware dealers adopt 
this effective demonstration scheme. 


A  Broad-Gauged Plan to Meet 
Competition 

No. 2 (614 in. x 12% in.).—This is a portion of a 

circular the size of a full newspaper page sent to us 

by J. M. Davis & Sons, Oakland, Md. Originally 


Catalog House 








DAVIS’ PATENT STEEL —_ 
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J. M. DAVIS & SONS, Oakland, Md. 


Agents Wanted in unoccupied 


NEPONSET GRANITIZED ROOFING. 


FOR YOUR POULTRY HOUSE 


outbuildings, etc., Red-Rope fs so economical as the origina] | 


'Neponset 
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The idea behind this campaign is a big one 
and it cannot but develop big trade 
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object to mail buying only until they have been 
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the material contained in the circular was used as 
a newspaper page and thereby hangs a publicity 
tale. The Davis Company is publishing full-page 
ads in county papers each week; these ads list a 
large number of items, displayed after the manner 
of the portion which is here shown. It will be noted 
that illustrations are profuse, descriptions adequate 
and prices quoted in definite or indefinite terms. 
The idea behind this campaign is a big one and it 


cannot but develop big trade. Briefly, the Davis 


firm has discovered one of the chief reasons for the 
spread of mail buying and that is—lack of continu- 


ous and complete advertising on the part of the. 


retail dealer. This advertising plan is so well ex- 
plained and so concisely presented by the Davis 
firm that we prefer to let it hold the floor. The 
introduction to the first ad reads as follows: “In 
presenting this ad to the public, we hope to bring 
to you each week not only an advertisement but 
such knowledge as. will: lead to a large and more 
direct patronage on many lines and specialties han- 
dled by us. Realizing that the parcel post and 


direct shipment. from the manufacturers’ catalog 


and supply houses has come to stay and that the 
trade is constantly solicited for shipment direct 
instead of through the home dealer, it becomes a 
necessity for the merchant, in order to meet such 
competition, to advertise and quote prices on direct 
shipment on same terms, namely, cash with order. 
This is quite a saving to the merchant as well as to 
the buyer and- requires less labor and capital to 
those willing to buy and wait on shipments made 
in this way. Then-again there are many lines of 
goods that are distributed from our store to better 
advantage both. in price and quality than can be 
furnished by direct shipment but on which the 
general public is hard to Keep informed without 
extended advertising and many articles are sent 
away for on lines we carry in stock. and higher 
prices paid than we are selling same at, quality 
considered, and without any ‘investigation as to 
what we could furnish the same quality or article 
for. We cannot furnish our trade with a large or 
extended catalog, but hope by more general adver- 
tising to receive many inquiries for prices and 
orders from stock or factory shipment. Goods are 
manufactured and sold according to their quality 
and cost of distribution. There is a cheap, medium 
and high-grade of goods manufactured in almost 
every line. It requires close investigation and 
knowledge to determine values and select standard 
goods. The amount of purchases, cash or time 
sales, direct or factory shipments, have much to do 
with the price and make it almost impossible to 
quote prices and discounts that are subject to fre- 
quent changes, but we are ready at any time to 
quote you our lowest prices both wholesale and 
retail according to quality and quantity required. 
Very often large shipments may be made direct 
from the factory. This saves time and expense 
when a large assortment of goods is needed for the 
building of a barn or house and when the new 
housekeeper requires a large variety of household 
goods. All we ask is a fair chance. If our prices 
are not satisfactory and qualities not equal to what 
you can do elsewhere, then the fault lies with us 
and not with you.” This is a remarkable summary 
of a broad-gauged plan. The italics are our own 
and the points they make show that the Davis firm 
is meeting mail-order competition with the right 
spirit. They admit the right of the buyer to pur- 


chase to best advantage but they ask that they be 


given the opportunity to demonstrate the complete- 
ness of their lines and to quote on the,same cash 
basis as the catalog house. In other words, they 
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given an equal opportunity to quote and sell. Note 
the reference to direct shipments and see also how 
this is handled in the ad reproduced. Every coun- 
try hardware dealer should give this campaign 
some very serious thought. 


Getting After the Motor Car Owner 


No. 3 (3 cols. x 9 in.). Here is an ad of real 
interest to the automobile owner. The variety of 
articles listed em shows the motorist that the 

You Cannot Go Wrong When Selecting. 


‘HBAVY CAR TYPE. 
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FOR TIRE SATISFACTION | 





_ Real Rubber. Real Service: 
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POLARINE cy .iNDER OIL 
FOR SALE HERE. NONE 
BETTER. Per Gallon, Only 5O¢ 


PREST-G-LITE Agency Here.| Puritam Motorcycle Ol; 20¢ 18s | 








Style B" exchange $258 | BEST BY TEST. PER GAL. 60s High Test BSS 


F. J. Rosenwald & Son 
BELLINGHAM. MINNESOTA 


No. 3—By listing the accessories in this manner, a 
much better impression is made on the car owner 











Rosenwald store is making a special department of 
automobile accessories. In featuring auto acces- 
sories we think it much the better plan to group 
them and made a separate ad of them, rather than 
to endeavor to combine them with hardware ads, 
unless the ad be a very large one. By listing the 
accessories in this manner a much better impression 
is made on the car owner; he will not be inclined to 
think that auto supplies are only a very small part 
of the dealer’s stock and incidental to his business 
as a hardware man. The autoist goes where he can 
obtain complete accessory lines, every time, and the 
harder you pound on the completeness of your line 
the deeper the selling impression you will be making. 
This ad was sent us by F. J. Rosenwald & Son, 
Bellingham, Mich. 


THREE YEARS AGO the Glidden Varnish Company, 
Cleveland, Ohio, established a complete foreign depart- 
ment in its business and has been shipping its products 
throughout the entire civilized world. The success dur- 
ing the past ten years has been phenomenal, due largely 
to the splendid organization consisting of various de- 
partments of research and sales. ‘The new plant in 
Cleveland comprises seventeen acres, ten of which are 
covered with modern, concrete, fireproof buildings, en- 
abling the company to produce the highest quality of 
goods at a minimum cost, and placing it in a position 
to compete with the world on varnishes and paint spe- 
cialties. 


THE METAL SHOW CASE & FIXTURE COMPANY, Port- 
land, Ore., has been incorporated; $10,000; by Henry 
H. Wright, et al. 
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William J. Ladd Dead 


A® this paper goes to press we have the sad news 

of the death of William J. Ladd of Sargent & 
Co. His death occurred at his home in Upper Mont- 
clair, N. J., on August 2 and was due to dilatation 
of the heart. Mr. Ladd had been in poor health 
since a severe illness a year ago. He was at his 


>! 


Wiliam J. Ladd, who died August 2 


office in New York on Friday, however, and was in 
the best of spirits. 

William J. Ladd was born in New York City, 
February 21, 1843, and entered the employ of Sar- 
gent & Co., New York, in 1856. He has been a 
director of Sargent & Co. since its incorporation. 
He was always an active, energetic and hard worker. 

Mr. Ladd was the youngest of a quartette, the 
other members of which were George Henry Sar- 
gent, Thomas J. Atkins and George Munson, who 


Hardware Age 


worked together for about fifty years for the up- 
building of the Sargent business. 

For nearly fifty years he was in charge of the. 
compilation and publication of the Sargent catalog, 
which in that time has grown from a small volume 
to the great book of to-day. He was a great stu- 
dent of bookmaking and introduced many improve- 
ments in their manufacture, which have been 
worked out from 
time to time by his. 
printers and bind- 
ers. 

The crowning 
work of his life, 
which he leaves as a. 
monument, is Ladd’s 
Discount book, so- 
familiar to all in the. 
hardware and allied 
trades. This book 
was first issued in 
1887 and ran into an 
edition of more than 
7000. In 1904 a 
larger and more 
comprehensive edi- 
tion (No. 2) was 
published which Mr. 
Ladd thought would 
be the last that he 
would ever issue, but 
as the book became 
better known its use 
increased, extending- 
to all branches of in- 
dustry using dis- 
counts, so that he- 
decided to produce 
Ladd’s Discount 
Book No. 3. He had 
been working on this 
book for a long time, 
enlarging and im- 
proving many new- 
tables, and the com- 
pilation was com- 
pleted very recently. 
Only last week the 
first forms were put 
on the press. 

Mr. Ladd was 
always active in 
church work and for 
many years served 
as Sunday school 
superintendent and 
in other official! rela- 
tions. At the time 
of his death he 
was connected with 
the Presbyterian 
Church of Upper: 
Montclair, N. J., of 
which he was the 
treasurer. 

He was twice married and is survived by a sister, 
Mrs. W. L. Sexton, and two daughters, Mrs. Hugh 
Aikman and Mrs. Herbert S. Guinn. In his death 
the hardware trade has sustained a severe loss, but 
his work was of such a character that it will go on 
doing work and saving work for others. 


THE MILLER LOcK CoMPANY, 4523 Tacony street,. 
Frankford, Philadelphia, plans the construction of a 
one-story boiler house, 
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HOW TO MAKE FLOOR REGISTERS 



























































































































































< Pattern for Tin or Galvanized Iron Boxes 
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; Pattern for making floor register boxes 

- LOOR register boxes are in nearly all cases each of its ends longer than the measurements 

e made of tin, but occasionally they are made given as is shown at L. In this seam it will not 

e of galvanized iron, number 28 or 30 gauge. make so much difference only to make the box a 

h In most shops the general practice is to make them trifle shorter. But in the seam between the body 

n straight and it is only the exception to make them and the bottom, if ample allowance is not made, 

tl flaring, which on account of additional labor adds _ it will produce a seam that will curve toward the 

f to their cost. It depends altogether on the size of center of the bottom. 

e the box. as to the number of pieces that there will Fig. 4 shows the pattern for the end and as the 
be in the body. seam is placed on the end of the box the single 

r Fig. 2 is the full half pattern for a straight- seaming allowances are added to this pattern. The 

h sided box and contains a pattern for one end and pattern for the side is similar to this one, only being 

h one side, with the necessary seaming allowances longer and having the double seaming allowances 

it and a flange T at the top. At Kisasingle seaming as at J of Fig. 2. 

n | allowance and at J is an allowance that is somewhat Fig. 5 shows the side pattern for a flaring box 
more than twice the material at K. In Fig. 3 is and this flare depends on the difference in size 
shown a horizontal section of the corner seam be- between the width of the box and the diameter of 

t, . tween the end and the side. P represents the end’ the connecting pipe. It would be impossible to give 

a. and it is plain to be seen that the side must be at any flare to a box, say 10 by 14 inches to which 
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* : : | 
-was connected a 10-inch round pipe. But if a 
““9-inch pipe was connected, then the sides and ends 
. could be equally flared %4-inch. Occasions may oc- 

cur in which the sides are straight and the ends 
flare. After all of the pieces have been cut out, 
‘all of the edges or locks are turned in the bar 
folder, which must be carefully adjusted and then 
the pieces are double seamed together. 

As now seamed there will be square openings or 
notches at the corners of the flanges. If these open- 
ings are to be avoided it will be necessary to cut 
the patterns so that the corners or ends of the 
flanges will be as shown in Figs. 6 and 7. For the 
flange that is on top, the corner can be cut as shown 
by the straight dotted line in Fig. 7. 

In Fig. 9 is the full pattern for the bottom with 
all of the necessary allowances in which 7 is wider 
than H. The intersection of the diagonal lines a to 
c and b to d will locate the center e from which to 
describe the opening for the collar. The pattern 
for this collar is shown in Fig. 8, in which N is 
the allowance at one end for a grooved seam, a 
section of which is illustrated in Fig. 11, and O 
is the seam allowance on the end that is double 
seamed to the body. A section on the seam, C-D, 
is shown in Fig. 10. 

Fig. 12 presents four methods of seaming the 
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collar to the bottom. A”-B” is the most difficult 
one to make as the collar must fit the opening in the 
bottom very tight or there will result a slipped 
seam. A’-B’ is a modification of A°-B’, being 
simply the seam turned -against the collar. The 
seam A’-B* looks to be difficult to make, but it is a 
favorite with most workmen who have become fa- 
miliar with it. On the ends of the collars the edges 
or locks are turned with a turning machine, while 
the locks on the bottom must be turned with a 
hammer or small mallet. In seaming the pieces 
together the seams are compressed at intervals with 
the plyers and this compressed part is then mal- 
leted down. If the entire seam would be compressed 
at one time the probabilities would be that some 
part of the seam would slip before it could be 
malleted over and thus cause extra labor and loss 
of time. The collar is always seamed to the bot- 
tom first, before the bottom is attached to the body. 

The flange T is usually made 1% inch wide when 
register borders are used and 34 inch wide when the 
register is set directly on the floor. 

Seams should be avoided in the middle of the 
sides or ends unless they are carefully notched, 
as the additional thickness will not let the register 
flange rest on the floor or border all around and the 
register will “‘rock.” 
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Timely lawn mower display in window of the Wm. H. Fox Hardware Company, Cincinnati, Ohio 


Timely Lawn Mower Display At- 
tracts Attention 


gig Wm. H. Fox Hardware Company, Cincinnati, 

Ohio, has demonstrated that a hardware estab- 
lishment located in the residence district of the 
city can successfully compete with stores in the 
business district proper, where it is generally sup- 
posed that customers go very often for small pur- 
chases. 

The success of this firm is due to a number of 
reasons, one of which is the fact that the front show 
window of its establishment always has an attrac- 
tive display of seasonable goods. The accompany- 


ing illustration includes different makes of lawn 
mowers with price cards attached. 


In addition to 


different garden supplies, there are clearly worded 
notices that call attention to the seasonable goods 
that the company has on sale, part of which, natu- 
rally, cannot be placed in the show window. A 
striking sign, “Keep After the Fly,” invariably at- 
tracts the attention of hundreds of persons who 
change cars at the corner on which the store is lo- 
cated. 

In addition to household specialties and a regular 
line of shelf hardware, the company makes a spe- 
cialty of machinists’ tools and supplies, and Wm. 
H. Fox, presidentfof the company, in an interview 
states that this particular branch of the trade can 
only be made a success by personal solicitation. In 
other words, he does not depend upon his show win- 
dow to sell machinery specialties, but dresses it to 
appeal to the home owner and housewife. 
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Bent Mud Guard, $7.00—Broken Lamp, $13.00 


Stanley No. 1775 Garage Door Holder 
Would Have Saved $20.00 


A sudden gust of wind sends the garage door swinging to. ©) 
There’s a smash and the door comes off the victor. A mud- 
guard bent and an expensive lamp broken. The owner will 

be looking for something to prevent the repetition of such 

an accident. 

Are you ready to demonstrate the New “Stanley” Garage 
Door Holder? Its action is practically automatic. No one 
has to give it a thought, the mere act of throwing the door 
open will set the device in action and it takes care of itself. 
In closing the door, all that is necessary is to catch a con- 
venient Thumb Ring, and a slight pull releases the lock on 
the side and pulls the door shut as well. 

It’s never in anyone’s way. There is as much clearance as 
if it weren’t there, for it’s applied high up on the door. 
See ie _| Ask your Jobber. Weight nine pounds. Length open 48 
Pe : inches. Closed 27% inches. Packed one right and one left 
sk hand in a package with screws. 


HINGES, HASPS, HANDLES, HOLDERS AND BOLTS FOR THE GARAGE DOOR 
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BRITAIN CONNECTICUT. 
CANADIAN REPRESENTATIVE . CHICAGO 
A. MACFARLANE & CO., Coristine Bldg., Montreal 


See Our Box Strapping Advertisement on Page 117 

















“Thermax” Sad Iron 


Landers, Frary & Clark, New 
Britain, Conn., have brought out a 
new sad iron called the “Thermax” to 
meet a demand for a low-priced high- 
grade iron. 

The electrical heating unit in the 
“Thermax” sad iron is the same as 
the one used in the “Universal” iron. 
It is concealed within the iron, but the 
construction of the iron is such that 
the heat generated by the unit is 
scientifically distributed over its face, 
a greater amount being conducted to 
the point, where, as every woman 
knows, the most heat is needed, be- 
cause this is the part of the iron that 
cools first. | 

The handle of the “Thermax” is 
large and roomy, making it possible to 
get a firm hold and put a heavy 
pressure on the work when desired. 

The attachment for the lamp socket 
is easy to connect, a flexible cable se- 
curely covered, and an indestructible 
“are proof” plug containing an in- 
genious patented triangle terminal 
with triple point of contact and spring 
grip at both ends, insuring positive 
connection. 

In operation the “Thermax” electric 
sad iron is simplicity itself. It is only 

















New “Thermazx” sad iron made by Lan- 
ders, Frary & Clark 


necessary to heat the iron by attach- 
ing the connecting cord to an ordinary 
electric light socket. The iron in a 
very few minutes becomes hot enough 
for any kind of work, and keeps hot 
as long as desired. 

They are also making a new churn 
called the “Universal,” which is de- 
signed to make butter as quickly and 
with as little effort as possible. Its 
mechanism, though simple, produces 
the best results. The horizontal gears 
are located between the two covers 
where they cannot catch the fingers 
or sleeves. The paddles are large, per- 
mitting the full capacity of the jar to 
be churned, but easily turned by the 
geared handle. 

To remove the paddles and glass 
jar for cleaning, loosen the two thumb 
nuts at the sides and take off the 
cover and paddles; the glass jar can 
then be lifted out. To take the two 
covers apart unscrew the central 
thumb nut. The glass jar is regular 


_in shape, with the inside surface per- 
fectly smooth, making it easy to clean. 





The table clamp is large and strong, 
holding the churn securely. The metal 
parts are all heavily tinned, insuring 
long wear without rusting. 























The “Universal” butter churn 


The amount of butter which can be 
made from cream depends upon the 
richness of the cream. One pint of 
cream will yield from five to ten 
ounces of butter. The “Universal” 
ehurn can be depended upon to churn 
thoroughly and make the maximum 
amount of butter possible according 
to the cream used in the shortest pos- 
sible time. 


E. C. O. Horizontal Shower 
Bath 


The Oswald Mfg. Co., Fullerton, 
Pa., is featuring a shower-bath which 
the company claims is built on truly 
correct principles. The construction 
is simple and consists of two nickle- 
brass shower pipes suspended along 
the sides of the inside of the bath-tub 
and connected with a faucet by means 








E. C. O. horizontal shower bath 


of rubber tubing. When the water is 
turned on there is a copious rainbow 
shower from both sides of the tub. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


This shower can be changed in a 
minute to an invigorating needle spray 
by simply turning on the shower pipe. 

No rubber hood or curtain is re- 
quired, as the water will not reach 
the head. The bathing position is 
the same as when taking an ordinary 
bath. The shower strikes the bath tv 
at the sides, which keeps the tub 
clean. The shower pipes are easily 
cleaned by removing the end caps and 
hose connections. The shower is port- 
able and light in weight and can be 
easily packed in a trunk. When not 
in use it can be disconnected at the 
faucet, and can be taken out of the 
bath tub by simply unhooking at the 
rims of the tub. 


3-2-1 Folding Table 


The B. B. Mfg. Company, Racine, 
Wis., is the maker of the 3-2-1 folding 
table which can be used in three dif- 
ferent positions as its name indicates. 
It is light, weighing only 12 pounds, 
strongly made and easy to operate. 
With a tray upon it can be placed 
at different hights at the bedside, to 
hold things for sick people. 

It can also be used as a kitchen 
high chair, the hight of the seat be- 

















3-2-1 folding table 


ing 26 inches from the floor, and the 
size of the seat 14 by 15 inches, with 
a back for comfort. It prevents 
standing at house work that can be 
as well done at sitting. For instance, 
ironing. 

The 3-2-1 can be instantly changed 
from a high chair to a cart 27 inches 
high with a tray 15 by 30 inches 
upon which to load dishes and take 
them to and from the kitchen. It may 
also be used as a tea cart for serving 
guests. It is mounted on rubber-tire 
wheels to make it noiseless and to save 
jarring the load. When not in use 
it can be folded and put away, oc- 
cupying a space 5% by 15 by 45 inches 
long. 


THE R. F. JOHNSTON PAINT COM- 
PANY, 224-228 Main street, Cincinnati, 
Ohio, has leased the adjoining prem- 
ises at 222 Main street, because of 
the pressing need of increased facili- 
ties. This will give the company a 
total floor space of approximately 60,- 
000 square feet for the manufacture 
of its “Dull Kote” paint. 
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Every sliding door R-W Hung 


There is a place in every building for R-W door hangers. 

In the home, whether cottage or mansion; the barn; the garage, 
private or public; the school, the church, the factory. There are busi- 
ness possibilities everywhere. 

But to hold this trade, to be sure of getting it all, you must be 
prepared to furnish a hanger for any door that slides. 

The R-W dealer only has this advantage. And in addition to the 
complete R-W Line he has the R-W advertising-selling Service which 
insures a complete sale from the Richards-Wilcox factories to dealer 










to user. 
A Hanger _— ; - 
wae  ‘WRICHards-Wilcox’ +?" 
Door that . every Homes 


Slides =) MANUFACTURING Co. f=] _—f°r Sliding doors 
s) AURORAJILL.USA. 
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Miliers Falls Tool Holder No. 600 


Carpenter’s Screw Clamp 


An improved type of -carpenter’s 
screw clamp is being made by the 
M. B. Hill Mfg. Company, Worcester, 
Mass. One of its valuable features is 
that owing to the pin in front of the 
rear screw, one side of the clamp is 
prevented from dropping downward, 
as would otherwise occur when the 
jaws were not holding material. 

There is no screw head at the bot- 
tom to be in the way and the clamp 

















Improved type of carpenter’s screw clamp 


can be operated with one hand with- 
out using a wrench, leaving the other 
hand free for use as desired in con- 
nection with the work. The article to 
be clamped can be held more securely 
and with less strain on the screws 
than by the older method, as the pin 
insures an even contact and parallel 
jaws. The metal parts are hardened 
and the clamp is made accurately in 
three sizes. 


“Diamond Edge” Steel 
Levels and Prying 
| Chisels 


The Shapleigh Hardware Company 
of Saint Louis has found it necessary 
to increase its number of patterns 
from six to seven different styles of 
levels. The latest is No. DE400, 
- Masons six vial level. It has the level 
. . incline and four plumb vials. 

The “Diamond Edge” levels are 


made throughout of the best quality 
cold rolled steel. All parts are as- 
sembled with brass rivets. All webs 

















“Diamond Edge’ steel level 


of the stocks are oxidized copper fin- 
ish. The flanges are handsomely 
nickel plated and polished, and the end 
pieces are full finish. 

The vials are provided with the 
new adjustment. They can be easily 
placed in any position and securely 
fastened by the two smaller screws 
which connect with the steel nut that 
is fastened to the stock beneath the 
vial ring. A slight pressure with a 
small screw driver releases or fastens 
the vial ring. 

Each glass in both plumb and level 
is set in plaster and enclosed in a 
metal case, held in place at end by 
an adjustable screw. A very delicate 
adjustment is thus obtained. 

The glasses in all “Diamond Edge” 
levels are thoroughly tested before 
placing in the vial. The company 
claims that the steel level is more 
accurate than the wood level and 
lighter than the iron level. 

Another recent addition to the 
“Diamond Edge” line of tools is the 
all steel prying chisel made in widths 

















“Diamond Edge” prying chisel 


from % to 1% inches, and lengths 
from 9% to 11% inches. 

The chisel is forged from the high- 
est grade crucible tool steel with an 
oil tempered, highly polished blade es- 
pecially adapted for prying or rip- 
ping. The round knurled handle 
gives a positive grip so necessary in 
a tool of this kind. Carpenters and 
plumbers will find the “Diamond 
Edge” a very good and useful prying 
chisel. 
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Millers Falls Tool Holder 
No. 600 


A new and convenient tool kit has 
been added to the line of tools made 
by the Millers Falls Company, Millers 
Falls, Mass., and 28 Murray street, 
New York City. The indestructible 
all-steel handle is finely knurled and 
nickeled, the dimensions of the tool 
being such as to make it a convenient 
pocket outfit. 

In the hollow handle there are the 
following tools, viz., one each scratch 
awl, gimlet, gouge and reamer. Also 
two each brad awls, screw drivers, and 
chisels. All are offered by the com- 
pany as of the highest quality, care- 
fully tempered and finished and honed 
to a fine cutting edge. 

The chuck has hardened steel jaws 
which clamp with vise-like grip upon 
the two shanks. The handle is five 
inches long and the tool 2% inches, 
weighing complete per dozen 7% 
pounds. 


Chaswin Ladle 


The Chaswin Mfg. Company, 
Plantsville, Conn., is putting on the 
market the “No- Spill - Self - Skim 
Ladle,” which we illustrate herewith. 
The feature of this ladle is a pouring 
spout placed about half way up the 
bowl. By means of this spout no time 
is lost in stopping to skim off the 
dross or to clean the spout of dross 
which causes the metal to cool. 

The ladle has a flat steel handle 
firmly attached to the bowl which per- 
mits the ladle to be set down any- 
where and to remain upright. The 
company claims that this ladle pre- 

















Chaswin “No-Spill-Self-Skim Ladle’ 


vents waste of metal, for when the 
metal is being poured from the spout 
it will not fall over the sides on the 
floor or down cracks, etc. It also 
produces much cleaner castings, as 
neither dirt nor dross can enter the 
mould, and the metal being poured 
from under the surface is poured 
hotter. 

The ladle is made in sizes of 3 and 
4 inches, and is largely used by ma- 
chinists, plumbers, in garages, etc. 


THE McENTEE PLOW COMPANY, 
Tipton, Ind., has been incorporated to 
manufacture plows; $200,000. Direc- 
tors are Joseph McEntee, M. X. Kigin 
and Wm. H. Kansue. 


CLAYTON W., Harry N. AND JEss C. 
HuLL, of Binghamton, N. Y., have filed 
a certificate to the effect that they 
will conduct a sheet metal works here 
under the name of Clayton W. Hull 
& Sons. 
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Double your pleasures of being in business 
by owning an equipment of Warren Hardware 
Fixtures. 





Warren Fixtures are built-on the Sectional 
Interchangeable Unit System; they are dust, dirt 
and moisture proof. 


The ability of these widely known fixtures 
to properly and systematically show hardware to 
the best advantage is too well known to require 
further comment. 





Our designing department is very complete 
and at the command of all merchants who antici- 
pate the purchase of new fixtures. 


Send to-day for Standard Catalog No. 215 
and for Economical Catalog No. 65. 


J. D. WARREN MEG. CO. 
503 Masonic Temple, Chicago 


The Originators of Sectional Hardware Fixtures and the largest manufacturers 
of hardware fixtures in the world. 





































len fama eaten 


sheet ie a tmnnecece  ee s — 
~ oe ee RL et tt 
-. Se gn ee ee ne naeeeien nian oereeaanamndprenmanienrn as ~ - es 
- . - . - rege eee 





Hardware Age 





The Warren fixtures shown in the cut were made by the J. D. Warren Mfg. Company, Chicago, and installed in 
the Chicago store of J. A. Lozier 


Newport Manufacturer Distributes 


Parcel Post Caleulator 


bts Morgan Manufacturing Company of New- 

port, R. I., manufacturers of automobile ac- 
cessories is distributing to the trade upon request 
an ingenious parcel post calculator. The calculator 
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Parcel post calculator distributed by the Morgan Mfg. 
Company, Newport, R. I. 


is a card 4 inches in diameter with a movable part 
an opening on its circumference, which, placed 
over the parcel post zone number shown near the 
edge of the disc instantly shows in other openings 
the cost per pound for parcel post matter to any 
part of the United States and its possessions. 


New Warrenized Store Opened in 
Chicago 


NOTHER splendid equipment of Warren hard- 

ware fixtures has been recently installed in the 

Chicago store of J. A. Lozier, 7200 Wentworth 
avenue. 

Mr. Lozier, in commenting upon his store proudly 
asserted that at last he had obtained an equipment 
of fixtures which was capable of doing more than 
merely storing hardware, and added: “I am justly 
proud of my store and of the convincing ability of 
my fixtures to properly display my shelf hardware. 

“The stock is well sampled on removable felt- 
covered sample boards and, being back of glass, I 
do not have to contend with dust, dirt, fly specks or 
moisture and every particle is instantly accessible.” 

The J. D. Warren Mfg. Company, Masonic Tem- 
ple, Chicago, has spent 20 years designing fixtures 
exclusively for hardware merchants. 


Billings & Spencer Receive Large 
Foreign Order 


i oe Billings & Spencer Company, of Hartford, 
Conn., is in receipt of a large foreign order 
for its drop hammers which will necessitate full 
time in the machine department for some months 
to come. 


M. G. RODEARMEL, who has been for the past 26 years 
a factory sales agent, has been succeeded by the 
Rodearmel-Davis Company, Minneapolis, Minn. W. H. 
Davis has been connected for 26 years with the largest 


-jobbing houses in the Northwest, for 20 years as a sales- 


man on the road and for the past six years as a buyer 
for the house. 
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Reliable Sandpaper 


That's the kind you want to offer 
your customers. The kind that 
pays to handle and sell to your 
transient as well as your regular cus- 
tomers. U. S. Sandpaper is the re- 
liable sandpaper. It does just a 
little more than you expect. It's an 
abrasive that does not crumble or 


wear readily. 


U.S. Sandpaper 


is made of a specially fibred paper 
and of the best glue obtainable. By 


actual test, the flint we use is the 





hardest in this country. The way 
we put all three together so well is 
based on years of specialized experi- 


ence. 





We have no hesitancy in offering 
it to you—you will not have any 
hesitancy in offering it to your cus- 
tomers——specify U. S. Sandpaper 
to your Jobber. If he hasn't it, 


write us. 
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The good-will creator 
and profit-maker 


Genasco is a clean-cut roofing 
proposition for dealers to handle. 

There is nothing about it to 
cause a ‘come-back”’ from your 
customers. | 

You can tell them plainly 
what Genasco is made of, for 
we tell you; and theres no 
secret about our making it of 
Trinidad Lake asphalt. It is 
Nature’s everlasting water- 
proofer. 


Genasco 













THE TRIRIDAD-LAKE-ASPHALT 






stands the test of time. 

It backs up the arguments you 
present for it by giving long depend- 
able service. 

The Kant-leak Kleet, which 
does away with cement and pre- 
vents nail-leaks, is another point 
that emphasizes this lasting service. 

Genasco commands the _  cus- 
tomers’ confidence and brings them 
back to you with re-orders. 

It is a good-will creator and a 
profit-maker that you can't afford 
to let go by. 

Order Genasco from your jobber. 
Write us for samples and full in- 
formation. 
















The Barber 


Asphalt Paving Company 
PHILADELPHIA 


Largest producers in the world of asphalt and 
ready roofing 


New York San Francisco Chicago 




















Hardware Age 

















A suggested window display of coffee percolators, arranged by Landers, Frary & Clark, New Britain, Conn. 


Coffee Percolators in Display 


ANDERS, FRARY & CLARK, New Britain, 

Conn., recently installed a window display of 

coffee percolators to see what could be done in the 
way of effective arrangement of these goods. 

The result is shown by the accompanying illus- 
tration, which is offered by the manufacturers of 
“Universal” utilities as an example of how coffee 
percnlators can be shown economically and at- 
tractively. 


Stimulating Sales in Sharpening 


iis Stones 
ie A CLEVER arrangement of such staple goods as 
Para sharpening stones was displayed for four weeks 
~-.in the show window of Hammacher, Schlemmer & 
Co., 131-133 Fourth avenue, New York, exhibiting 
the products of the Pike Mfg. Company, Pike, N. H. 

The trimming was performed by Otto Grube, the 
window dresser for the Hammacher house, and em- 
braced, practically, a complete line of sharpening 
stones, both natural and artificial, as well as various 


abrasive specialties. A general description of the 
line would include oil stones, razor hones, scythe 
stones, and corundum and emery wheels. There 
was also used a variety of display stands, litho- 
graph cut-outs and metal signs, which are always 
obtainable by merchants handling the Pike line. 

In the left corner there were small shapes of 
India oil stones, such as are used by die makers, 
silversmiths and similar craftsmen. In the center 
were numerous natural oilstones, including hard 
and soft Arkansas, Washita, Queer Creek, etc., 
while at the right were exhibited larger sized India 
stones, used by machinists, carpenters and other 
artisans. In the extreme right hand corner there 
were a small group of soft Arkansas bench stones 
and gouge slips, used chiefly by cabinet makers and 
other hardwood workers. 

The Pike Mfg. Company many years ago appreci- 
ated the necessity for assisting jobbers and retailers 
in the sale of sharpening stones by putting up well 
considered assortments in cabinet form from 
which to display and sell. It also attractively 
mounted some of the more profitable kinds in silver- 
plate, pigskin, etc., to suit the taste of particular 
individuals when used at home. 
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Sharpening stones shown in window display by Hammacher, Schlemmer & Co., New York City 
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: ELECTRIC WARNING SIGNAL 


The Sparton warns! It doesn’t make pretty 
music, nor work pretty often—it warns! 


Its clear dominant note crystallizes the hesi- 
tant pedestrian’s thought—it makes him move. 





ae ; And since it warns him in good time, he 
a holds no grudge against the autoist. 


Sparton is made in a size to “‘fit’’ every car 
and every motor boat. 


It doesn't stay in stock. 
Write. 
Prices from $7.00 to $15.00. 


| The Sparks-WithingtonCo. jf 


Jackson, Michigan, UU... Ss 
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Latest type of cycle car roadster for two passengers 


THE CYCLE CAR AND THE DEMAND IT WILL 
CREATE FOR MOTOR ACCESSORIES AND SUPPLIES 


OME “wiseacres” have made the 
statement that the latest cre- 
ation in motor-driven vehicles, the 
cycle car, is simply a “craze” or fad 
to satisfy temporarily the desire of 
thousands of Americans to keep 
“a-moving” and that it will be 
popular for a period and then wane 
into an abated desire. The same 
prediction was made for the stand- 
ardized motor car of today. Preju- 
dice toward the motor-driven ve- 
hicle was rampant fifteen years 
ago, but today its worst enemies in 
former years are now its most sin- 
cere supporters. The same net re- 
sult in favor of the cycle car will 
be much more quickly established, 
for it inherits the earmarks of 
sturdiness and stability of its big 
brother, the fully developed car, 
only in a lesser degree of pre- 
tentiousness. The success of the 
cycle car has been laid upon a solid 
foundation by the settled success 
of its larger prototype. 


The coming of cycle cars in great 
numbers at popular prices is bound 
to increase the motor car accessory 
and supply business. The type 
styled “‘cycle car” will be purchased 
by thousands who cannot afford 
larger cars and who do not care 
to balance themselves with perfect 
poise upon motorcycles. The cycle 
car has just come in the “nick of 
time,” but it has not been a long- 
felt want, for only 1914 has proved 
to have been the creation of the 
“cycological” period for this con- 
veyance. Now that this little “gad- 
about” is here, with its practical 
ability proved, it is being readily 


- accepted by thousands as just the 
_@ar to fit their purses and to satisfy 


their needs. 


The cycle car will have a more 
wide-sweeping effect upon _ sup- 
planting the horse, and it will be 
used by thousands who never 
owned or drove a horse. 

There were centuries of su- 
premacy for the horse, and only 
until recent years has the horse- 
loving public become reconciled to 
the fact that motor-driven vehicles 
are now rapidly displacing horses. 
The strangest phenomenon of this 
evolution is that prices for good 
horses have increased. After all 
this competition between animated 
steel and life-driven hoofs, hide 
and flesh, statistics prove that 
there has been a great falling off in 
the breeding of horses, which ac- 
counts for the high prices at which 
they are being sold today. 

Now the cycle car is taking the 
place of a horse and buggy and at 
about an equal cost. The piece of 
rolling machinery has many ad- 
vantages over the horse: It will 
not become sick and suddenly die; 
its decline is more gradual, and the 
extent of this decline is within the 
controlling intelligence of its oper- 
ator. It can be held in readiness 
for periodical or frequent use and 
does not “eat its head off’ like the 
horse, in waiting for its master’s 
bidding. 

What Constitutes a Cycle Car 

The wheel base of the average 
cycle car is from 90 to 100 inches, 
with an everage tread of from 44 
to 52 inches. Transmissions of 
power are either by the planetary 
system or friction drive, with a 
chain or V-shape belt driving the 
rear wheels. Wheels are wire, 
which give greater resiliency and 
more lasting wear to the tires. 


The power plant is usually an air- 
cooled two-cylinder V-shaped mo- 
tor, developing 15 horsepower. 
However, a number of makes are 
now being built with four-cylinder, 
water-cooled motors. The seats are 
arranged in tandem, with a carry- 
ing capacity of two adult passen- 
gers. Later models are coming out 
with seating capacity side by side. 
The average speed is from 40 to 50 
miles per hour, with a fuel con- 
sumption ranging from 25 to 35 
miles per gallon of gasoline and 
250 miles per gallon of lubricating 
oil. The average price of cycle 
cars is from $300 to $400. 


The accessories and _ supplies 
that will be necessary to keep in 
running order the thousands of 
cycle cars that are coming into 
service will be the following: Dash 
and tail lamps, batteries, spark 
plugs, tires and tubes, wind shields, 
lubricating oil, grease and gasoline, 
supplemented by a great increase 
in the demand for goggles and tog- 
gery for the thousands of new 
owners. However, it will take at 
least another year or two to show 
any appreciable increase in de- 
mand for accessories and supplies 
for these new motor-driven ve- 
hicles. Nevertheless, this new de- — 
mand will certainly grow and very 
materially help to increase the vol- 
ume of trade in motor accessories 
and supplies. 

The cycle car has come to stay. 
It will undoubtedly be greatly im- 
proved, as the present types show 
a lack of refinement and manufac- 
turing ability. These defects can 
readily be overcome as time will 
give a greater scope for further 
development. 
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HERE 
IT IS! 











A Complete 
Assortment 
of 

Spark 

Plugs for 


fh 





Dealers’ 
Profit 


Ove 
] 


r 
This case will sell plugs for you. 


You can supply every spark plug want with this $25.00 case of 
BETHLEHEMS! 

This handsome, handy, compact display case leaves no argument for not 
handling spark plugs. It provides a minimum stock, a quick turnover, a big 


profit. 


BETHLEHEM. SPARK PLUGS 
‘*Guaranteed for the Life of the Car’’ 


This is the strongest guarantee ever put on an accessory. This is made pos- 
sible because BETHLEHEMS lead in quality and service to the car owner. 
There is a plug for every motor, including motorcycles and cycle cars. 
BETHLEHEMS lead in profit and cooperation to the dealer. Send us your 
order for display case now, and get started making more profit.. Advertising 
matter sent in case. 

Booklet and catalog illustrating all types sent free. 


171 Madison Avenue, New York 


The Silvex Company, Coast Branch: Oakland, Cal. 
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Paweco Electric Hand 
Lamp 


The P. & W. Electric Company, 
1002-1006 Monroe street, Toledo, 
Ohio, is making the Paweco electric 
hand lamp which is made of heavy 
rolled brass, highly burnished, 
making the lamp water ‘proof, 
weather proof, and rust proof. 
The handles are designed and con- 
structed to fold down the sides of 
the lantern so that it can be easily 
carried in the pocket. The battery 
is readily inserted by removing the 
end cap. 

The lantern is equipped with an 
ordinary dry cell battery which can 
be purchased anywhere for 25 
cents. The bulb supplied with this 
lantern is of special design and con- 
sumes a very small amount of cur- 
rent—about one-fourth of an am- 
pere. It will give about two candle 
power, but when projected by the 





el 


Paweco electric hand lamp 


lens and refiector it is many times 
this. 

The reflector is of German sil- 
ver, and the lens of ground optical 
glass, both parts being removable. 

The Paweco Electric hand lamp 
will. burn continuously for 100 
hours, the company claims. It is 
equipped with a combination press 
and permanent contact switch, giv- 
ing either intermittent or perma- 
nent light as desired. 

The lamp is 9 inches, length over 
all, with a diameter of 2% inches 
and sells for $2.50. 


Powersteel Autowlock 


The Powersteel Autowlock is 4 
ft. of famous yellow strand wire 
rope and is made by the Broderick 
& Bascom Rope Company, St. 
Louis, Mo. It is the same wire 
rope of which the Basline Autow- 
line is made, the pioneer steel tow- 
line for automobiles. 

Autowlock is covered with a 
strong fabric which will last prac- 
tically as long as the steel. This 
fabric will not disintegrate or catch 
or hold dirt like the leather cover- 
ings of chains sometimes used for 
locking cars. Autowlock can be put 
through a wheel and around a 
spring with one hand in five sec- 
onds. You do not have to stoop 
down in the muddy gutter and use 
both hands, as you do when you 
use chains, which have no stiffness. 
And there’s nothing in the whole 
operation of locking or unlocking to 






POWERSTEEL 





Powersteel autowlock 


.goil the: hands. 


The lock snaps 
through two powerful spliced-in 
thimbles. That is all there is to it. 
Autowlock takes up little room in 
the car and weighs less than a 
pound. 


Exhaustive tests prove that 


és strongest wire-clippers cannot clip 
‘? Autowlock, the company claims. A 


thief would need a kit of burglar 
tools and lots of time to break 
Powersteel Autowlock or its strong 
brass lock. And auto or tire 
thieves have to do their work in the 
street in a few seconds—or they 
make no attempt to steal. 

Powersteel Autowlock, complete 


with lock and key, costs $2. 


The Improved Tire 


Tester 


The Improved Gauge Mfg. Co., 
Syracuse, N. Y., is also the manu- 
facturer of the Improved tire 
tester, which is quick and accurate 
for trying out tire pressure. Indi- 
cation is obtained by holding the 
tester on the tire valve. The pointer 
remains at tire pressure until 
moved to zero by a stud in cover. 
The construction is very simple and 
all parts are strong and non-cor- 
rosive. It is provided with a high- 
grade Borden tube. that will not 
stretch. All tire manufacturers 
strongly advocate the proper infla- 
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Improved tire tester 
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hole in a tire. 
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tion of tires, because too low a 
pressure not only causes rim wear, 
but also causes extra bending work 
of the tire that destroys its life. 


K. C. “No Stretch” Boot 


The Western Tire & Rubber 
Company, Kansas City, Mo., is 
making the K. C. “No Stretch” 
boot. This is a combination of two 
layers of rubberized tire fabric and 
a layer of leather, studded with bi- 
furcated rivets. It is made either 
in the hook on or lace on type. 

The rubberized tire fabric is 
used to prevent the boot from 
stretching when it gets wet. Here- 
tofore this has been the great ob- 
jection to a leather boot. More- 
over, the tire fabric can be shaped, 
and hold its shape, and consequent- 
ly holds the leather in shape and 





TWO LAYERS TIRE FABRIC 
‘The K. C. “No Stretch” Boot 


makes the boot fit the tire more 
easily. 

It is better than a vulcanized 
section in a tire because it can be 
put on in a minute, and will wear 
as long if not longer, and it can be 
used over again. It costs a man 
$3.50 to $6 to put a section in a 
casing, lays the tire up for three 
days to do it, and the owner often 
has to pay express charges to the 
nearest repair shop. Even then his 
tire often blows out at another 
point, and he is out the amount of 
money he has spent in this manner. 
' The K. C. “No Stretch” boot can 
be put on in a minute when neces- 
sary. 

The company is also making the 
K. C. moulded rubber-tipped blow 
out patch constructed with from 
seven to nine ply of tire fabric. It 
differs from the ordinary blow out 
patch inasmuch as it is cured in a 
mold under 2000 pounds pressure. 
This prevents the patch from 
stretching or bulging through the 
Often when an 
ordinary blow out patch is used, it 
stretches through the hole in a tire, 
spreading and tearing the hole 
wider and causing a second blow 
out which is worse than the first. 

On account of the pressure used 
in the manufacture of the K. C. 
moulded rubber-tipped blow out 
patch it can not bulge through the 
hole. It has rubber tips to prevent 
pinching and chafing the tube. 
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A Horn of Plenty 


Is the 


FORD-REXO II 


—plenty of noise and plenty of value. For 
$3.85 you could not sell a better horn, and 
many of the higher-priced are not as good. 


The Ford-Rexo II combines Safety with 
Convenience. Its sharp signal note de- 
mandsattention! Itis operated by its own 
power—a great improvement over the 
horn that depends on a certain engine 
speed and is liable to fail at a critical 
moment. It requires no oiling, no clean- 
ing—no attention of any sort, and the bat- 
tery can be conveniently placed under the 


front seat at the end of the gasoline tank, 
saving carrying space. 


The Ford-Rexo II has made good every- 
where. Remember that there’s a Ford- 
Rexo II for every Ford—and you can be 
the one to sell it. 


The Garford Manufacturing Company 


100 Olive Street, Elyria, Ohio 


DISTRIBUTORS: 
The Garford Mfg. Co. The Dean Electric Co. The Dean Electric Co. 
Kansas City, Mo. Los Angeles, Cal. Seattle, Wash. 


The Sumter Telephone Supply Co., Sumter, S. C. 
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Improved Control Indi- 
eator for Tire Pressure 


The Improved Gauge Mfg. Co., 
Syracuse, N. Y., is the manufac- 
turer of tire gauges. Its latest 
gauge is the improved control in- 
dicator. This device is made to 
overcome the difficulties of deter- 
mining the true pressure in tires 
when inflating with power pump or 
reservoir pressure. A gauge will 
not indicate the true tire pressure 
when the air is flowing, the tire 
having a still volume of air and the 
hose line a moving volume of air. 
Therefore, it is evident the hose 
line must have more pressure, oth- 
erwise the air would not move to 
the tire. When the reservoir press- 
ure, say 200 lIb., is opened to the 
tire, a gauge will indicate the res- 
ervoir pressure until the tire press- 
ure equalizes. In this case the Im- 
proved indicator can prevent blow- 
ing up tire or release the tire press- 
ure by turning a key. The Im- 
proved control indicator will give 
the true tire pressure during the 
process of inflating by power pump, 
by cutting off the air a few sec- 
onds, allowing the pressure to 





Improved control indicator 


equalize from gauge to tire, also 
opening key port to atmosphere to 
prevent the pump getting hot while 
the air is cut off from the tire. The 
Improved control indicator is made 
with two sizes of gauges, 114 and 2 
in., retailing at $1.50 for the 114-in. 
and $2 for the 2-in. 


THE LUDINGTON WOODENWARE COM- 
PANY, Ludington, Mich., manufac- 
turer of household woodenware, will 
build a plant at Wilmington, Mass., 
to consist of a factory 145 x 186 feet, 
three stories, a sawmill of two stories, 
a warehouse of two stories, a boiler 
house 40 x 44 feet, a machine shop 
25 x 40 feet, a toilet room, black- 
smith shop and office. J. C. Hopkins, 


-. New York City, is the engineer. 


Plugging the Leak 


Spark plugs have been drifting 
out to the ultimate consumer via 
the hardware dealers long enough 


: — & 


Silvex display case for spark plugs 


to sort of fix in the minds of auto- 
mobile accessory manufacturers the 
fact that their product should be 
sold through hardware stores. In 
fact, so many leading hardware 
merchants of America have during 
the past five years inaugurated au- 
tomobile accessory departments 
that leading hardware trade papers 
are devoting regular space to the 
subject. The accessory manufac- 
turer has found in the hardware 
merchant the one big thing he 
needs to push his product, and that 
is salesmanship backed by capital 
and proper store equipment. 

The result is that a world of 
practical selling helps have come to 
the dealer voluntarily from these 
manufacturers. One of the latest 
of these sales promoters is offered 
by the Silvex Company, 171 Madi- 
son avenue, New York City. It is 
a counter case, admirably arranged 
and substantially made for the pur- 
pose of bringing Bethlehem spark 
plugs in more direct contact with 
the consumer. The case is 9% 
inches wide, 151% inches high and 
714 inches deep at the base. The 
spark plugs are _ splendidly dis- 
played under a glass cover in front, 
and behind the door, at the back of 
the case, is storage room and a 
stock of 48 spark plugs and 6 por- 
celains, together with literature 
and display advertising matter. 
The assortment of plugs offered is 
standardized, and special plugs are 
included for such cars as the Ford, 
Overland, Reo and Buick. This as- 
sortment is guaranteed by the man- 
ufacturer and jobbers handling 
Bethlehem, and any salable goods 
will be freely exchanged. The 
price of the assortment including 
case stock mentioned and the 6 
sample display plugs is $25 to hard- 
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ware dealers, and the retail price 
shows a profit worth going after. 

These are the kind of dealer 
helps that are appreciated in the 
hardware field, and the Silvex Com- 
pany will undoubtedly feel justi- 
fied in its liberal expenditures, as 
these cases are given an oppor- 
tunity to demonstrate their selling 
power on the hardware counters of 
the country. 

As a New Jersey dealer who is 
using one of these cases so aptly 
puts it, “That case is sure plugging 
the leak through which some of my 
spark plug business was getting 
away. I didn’t have show case 
room where I could guarantee these 
goods continuous display, and this 
has solved the problem for me.” 


Delta Electric Hand 
Lamp 


The Delta Electric Company, 
Marion, Ind., experienced manufac- 
turer of the finest and most elab- 
orate telephone systems, is intro- 
ducing the Delta electric hand 
lamp. The Delta electric hand 
lamp was designed and built to ful- 
fill the need for a reliable portable 
battery light, suitable for contin- 
uous burning. Cold rolled steel is 
used for the entire lamp. It is 





Delta electric hand lamp 


handsomely finished in high-gloss 
baked enamel. The bulb is made of 
special tungsten wire, being ex- 
pressly designed for this purpose. 
It is about two-candle power, which 
when projected by the lens is many 
times this. A switch thoroughly 
performs its function of controlling 
the light. 

The reflector is scientifically de- 
signed and silvered by a _ secret 
French process. The lens has been 
designed for the lamp, in combina- 
tion with the bulb and reflector. The 
battery connectors are designed to 
fasten on the standard terminals of 
the No. 6 dry battery. The Delta 
electric hand lamp may be used not 
only by motorists around the car 
and in the garage, but in private 
residence and stores. The retail 
price is $2, complete with battery. 
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| | Why Junk the Old Tire? 


BUY A 


K. C. “No-Stretch” Boot 


: Leather and Tire Fabric—Shaped to the Tire 
: GUARANTEED 2,000 MILES 


This Steel Studded hook-on Boot can be put on in a jiffy, the minute the blow-out 
comes. It is good for over 2,000 miles and therefore saves a whole lot of tire cost. 


If it isn’t a K. C., it isn’t a “No-Stretch.” It won't stretch, won’t bump, it fits the 
tire as if put on in the making, and will certainly outlive the average casing. 


AMERICA’S LARGEST TIRE ACCESSORY MAKERS 


K. C. ‘‘No-Stretch’’ Boots are made by America’s 
largest tire Accessory manufacturers. They are sold 
by distributors and dealers everywhere. 


yi ODOCOOREDH DEALERS—Write for special proposition on this 

d ee, OC DOU UO OUP —year's biggest selling Tire Accessory. Also ask 

le SA Loa about our K. C. Moulded Rubber Tipped Blow-Out 

a seine saute: iin mieten Patch. We'll send you our catalogue on rubber 
NS 7WO LAYERS TIRE FABRIC and leather tire accessories. 
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Western Tire & Rubber Company, -:- Kansas City, Mo. 
OUICK ACTING- 
24,876 Mil 
QUICK SELLING 37 lies 
Our Standard “K ™ 
} igs A set of 4 Reflex Spark Plugs 
Auto Jack is very quick- used in a 30 H.P. engine = . 
: . : White truck recently travele 
acting—simply tossing over 24,876 Miles, without previous 
the dog or pawl at the top removal from the cylinders. 
° The dealer who sold them 
reverses it. received the above letter and 
Made with this order from his customer: 
ze Strong steel “Kindly express me a dozen 
0 screw with new ones like the ones I have 
»X- é returned.” 
se. machine - cut - 
al erent Cc If you want to “hold” cus- 
C reads. a- tomers with Spark Plugs that 
ny pacity, 2000 give positive ignition and last 
aly longest—sell REFLEX 
ad pounds. Its PLUGS. 
low price 2( All REFLEX PLUGS have 
de- makes it a in our patent baa shes seiiiets 
4 : the soot an _ oe 
ret quick, steady FROM the interior and drives 
een seller. it OUT THROUGH the 
~~ All Standard Automobile Jacks are thoroughly spark gap at every explosion. 
‘ well made and dependable. Your customers pepe ra or trade-prices 
a 2 ‘ sent on request. 
of will like them. They’re great trade builders. | 
alta Good profit. 
not : Send for Catalog and Discounts. oa5 
ear The Reflex Ignition Co. 
rate s ; 
tail National Standard Company Cleveland, Ohio 
ory. NILES, MICHIGAN Western Sales Agent, C. A. Bergh, Los Angeles 
; Successors to COOK’S STANDARD TOOL CO, Kalamazoo, Michigan Southern Sales Agent, Jno. A. Culver, Atlanta 
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NOTES OF THE RETAIL HARDWARE TRADE 


CALGARY, ALBERTA—The name of the Cromer Hardware 
Company, Ltd., has been changed to the Marshall Hardware, 
Ltd. 


ROCKFORD, ALBERTA—The Watson Hardware Company has 
started business. 


CHILLIWACK, BRITISH CoLUMBIA—Denmark & Burton, 
hardware merchants, have suffered a fire loss. 


DAUPHIN, MANITOBA—The Dauphin Hardware Company 
has sold out to the Sutherland & Stelck Hardware & Imple- 
ment Company. . 


WINNIPEG, MANITOBA—The Hackney Tile & Supply Com- 
pany, Ltd., has applied for authority to increase its capital 
stock from $20,000 to $60,000. 

WINNIPEG, MANITOBA—Stewart & Marshall have started an 
engine supply business. 

HAFFORD, SASKATCHEWAN—J. H. Young has opened a 
hardware store. 

McGEHEE, ARK.—The City Hardware & Furniture Com- 
pany has been incorporated with a capital stock of $10,000. 
Catalogs requested on crockery, enameled ware and hardware 
specialties. 

SAN BERNARDINO, CAL.—The San Bernardino Hardware 
Company has changed hands and is now owned by Frank D. 
Keller, George Lauterbach, and Jesse F. McKinney who pur- 
chased the business from E. W. Shirk. 

OAKLAND, CaL.—The Pacific Hardware & Steel Company 
has purchased property and has opened a retail establish- 
ment in San Francisco. 

LAMAR, CoL.—The W. M. Dickinson Lumber Company has 
added automobile accessories, bicycles, buggy whips, building 
paper, children’s vehicles, churns, cream separators, crockery 
and glassware, cutlery, dairy supplies, dog collars, electrical 
household specialties, fishing tackle, furniture department, 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy hardware, home barbers’ 
supplies, iron beds, kitchen cabinets, kitchen housefurnish- 
ings, lime and cement, linoleum, lubricating oils, mechanics’ 
tools, oil cloth, paints, oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, re- 
frigerators, sewing machines, shelf hardware, silverware, 
washing machines to its stock of lumber, coal, etc. 

Barry, ILtu.—The Davis Hardware Company will soon move 
into larger quarters. 

SYCAMORE, ILL.—Uno T. Anderson has bought the A. W. 
Brower hardware stock from Earl Varty. Catalogs requested 
on buggy whips, builders’ hardware, churns, cutlery, dog col- 
lars, dynamite, fishing tackle, galvanized and tin sheets, heat- 
ing stoves, heavy hardware, mechanics’ tools, paints, oils, 
varnishes and glass, pumps, ranges and cook stoves, re- 
frigerators, shelf hardware, silverware, washing machines. 

Fort Dopce, Ia.—The Prusia Hardware Company, whole- 
sale and retail, has doubled its retail floor space and will add 
lines of 5, 10 and 25 cent goods on which catalogs are re- 
quested. 

HAWARDEN, I4.—O. E. Hoflund has sold his hardware busi- 
ness to Ericson Brothers. Catalogs requested on automobile 
accessories, baseball goods, bathroom fixtures, belting and 
packing, bicycles, buggy whips, builders’ hardware, children's 
vehicles, churns, cream separators, crockery and glassware, 
cutlery, dairy supplies, dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, furnaces, galvanized and tin 
sheets, hammocks and tents, heating stoves, heavy hardware, 
kitchen housefurnishings, linoleum, lubricating oils, mechan- 
ics’ tools, oil cloth, paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, shelf hardware, silverware, sporting 
goods, tin shop, washing machines. 

ApAMs, Mass.—Peter J. Vrabel, 3 Park street, requests 
catalogs on specialties. 

FALL River, Mass.—The Central Hardware Company, 291 
South Main Street, has recently suffered a fire loss and re- 
quests catalogs on hardware, paints, sporting goods, cutlery, 
and housefurnishings. : 

HAMILTON, Micu.—Gerrit Sprietsma has bought the hard- 
ware business of Frank Le Roy. Catalogs requested on 
buggy whips, builders’ hardware, cream separators, crock- 
ery and glassware, cutlery, dairy supplies, dog collars, fur- 
naces, galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy farm implements, 
heavy hardware, kitchen housefurnishings, linoleum, mechan- 
ics’ tools, oil cloth, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, sewing machines, shelf hard- 
ware ,sporting goods, tin shop, wagons and buggies, washing 
machines, children’s vehicles, churns. 

IRON MOUNTAIN, Micu.—Joseph H. Pascoe has opened a 
hardware store at 213 Stephenson avenue. Catalogs requested 
on general hardware and housefurnishings. 


LISMORE, MINN.-—R. N. Hensen has bought the hardware 
business of Roelufs Bros. 


PIPESTONE, MINN.—W. C. Schultz has sold his implement 
business to S. T. Marshall. Catalogs requested on imple- 
ments. 


CADAMS, NEB.—M. C. Anderson has sold,his hardware busi- 
ness to Andersen and Ottesen. 


DILLER, NeB.—A. T. Watson has bought the hardware busi- 
ness of J. O. Blauser. 


NEw YorK, N. Y.—H. Hoffman, 1053 Southern Boulevard, 
will establish himself in the automobile accessory business 
about September 1, specializing in accessories and specialties 
of all kinds for Ford and Overland cars. Catalogs requested 
on hardware, tools, accessories, etc., pertaining to these cars 
together with lowest net price lists. 


HENDERSONVILLE, N. C.—Charles G. Jones, a traveling 
representative for the Virginia Carolina Hardware Company, 
has purchased one-half interest in the hardware store owned 
by Eugene Staton and has assumed management of the 
business which will be conducted under the firm name of the 
Staton Hardware Company, at 310 Main street. Catalogs 
requested on builders’ hardware and kitchen housefurnishings. 


SANDUSKY, On10—The J. Mertz Company has been in- 
corporated with a capital stock of $50,000. The incorporators 
are John Mertz, George Mertz, Jacob Mertz, Ida Mertz and 
Mary Mertz. The company carries the following lines: auto- 


- mobile accessories, baseball goods, bathroom fixtures, bicycles, 


buggy whips, builders’ hardware, building paper, children’s ve- 
hicles, churns, cream separators, cutlery, dairy supplies, dog 
collars, fishing tackle, furnaces, galvanized and tin sheets, 
hammocks and tents, heating stoves, heavy hardware, kitchen 
housefurnishings, linoleum, lubricating oils, mechanics’ tools, 
oil cloth, paints, oils, varnishes and glass, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, shelf hardware, 
silverware, sporting goods, tin shop, toys and games, washing 
machines. 


STIGLER, OKLA.—The Dobyns Lantz Hardware Company 
has moved into its new building, which is 75 x 130 feet. 
The company carries the following lines: automobile acces- 
sories, baseball goods, bathroom fixtures, belting and packing, 
bicycles, buggy whips, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, crockery and 
glass ware, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing tackle, furnaces, fur- 
niture department, galvanized and tin sheets, gasoline en- 
gines, harness, hammecks and tents, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies, 
iron beds, kitchen cabinets, kitchen housefurnishings, lino- 
leum, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, tin 
shop, toys and games, wagons and buggies, washing ma- 
chines, undertaking, art goods. 

LANGForD, S. D.—H. F. Camp & Co. have bought the hard- 
ware business of Robbin & Sons, which consists of the follow- 
ing lines: building paper, crockery and glassware, heavy 
farm implements, lime and cement, poultry supplies, prepared 
roofing, toys and games, wagons and buggies. 

Summit, S. D.—John N. Schuler has sold his implement 
business to Olaf Melby. Catalogs requested on implements, 
gasoline engines, and buggies. 

CHILLICOTHE, TEx.—The Chillicothe Hardware Company 
has been incorporated with a capital stock of $10,000. The 
incorporators are J. B. Goodlet, W. Bradley, Tom E. Rose. 

WHEELING, W. Va.—The Cooey Bentz Company will erect 
a $50,000 building, 5 stories with basement. The first four 
floors will be used for a furniture department. The top floor 
for a storage warehouse, and the basement for the hardware 
and crockery departments. Kitchen furnishings, bathroom 
fixtures, china and silverware have been added to the line of 
heating stoves, iron beds, kitchen cabinets, linoleum, oil- 
cloth, range and cook stoves, refrigerators, sewing machines, 
and washing machines. 

WHEELING, W. VAa.—The T. A. Hoge Hardware Company 
has been incorporated with a capital stock of $75,000. The 
incorporators: are T. A. Hoge, P. R. Hoge, Floyd T. Camp- 
bell, John W. Dorsch, and Edwin Walk. The firm will erect 
a building at 1018 and 1020 Market street, which will be 
ready about December 1. 

DEERFIELD, Wis.—H. Klein & Co. have bought the hard- 
ware business of Jerdee & Bakken. 

SHEBOYGAN, Wis.—The North Side Hardware Company 
has increased its capital stock from $5,000 to $10,000. 

SHERRY, Wis.—William E. Jones has purchased the half 
interest of Henry Osenga in the Sherry Implement Company. 
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Atkins Always Ahead! 


Here is an entirely new idea in Hand Saw Handles. 
We've discarded the old style carved Handle and in 
its stead we offer on our most popular patterns— 


AT THE SAME PRICE—the new beautiful and 


attractive 


Embossed Handle 


The increased cost to us is fully justified by the improved appear- 
ance of the Saw. It makes them even more individual—even 
more distinctly ATKINS. You'll be surprised how quickly your 
best trade will buy these beautiful Saws with the new and ex- 
clusive ATKINS Embossing. 





And—remember-—they are the same price to you, even if you can easily 
get 25 to 50 cents more for them. 


We furnish the Atkins Embossed Handle not only in the Atkins Per- 
fection Pattern, but also on the old style Straight Across Handle. 


Atkins ‘ver Saws 


It's little big things like this that add individuality and quality to the 
ATKINS line of Hand, Rip, Panel, Back, Compass, Keyhole, Wood 
and other types of Saws as well as to ATKINS Trowels, Saw Fitting 
Tools and Specialties. 


Why not get started with the big popular menc-esehbais line? We'll 
increase your profits and well ‘Help You to Sell.”’ 


Kk. C. Atkins & Co., Inc. 


The Silver Steel Saw People 


Home Office and Factory, Indianapolis, Ind. Canadian Factory—Hamilton, Ont. 
Branches carrying complete stocks in the following cities. Address E. C. ATKINS & CO., Inc. 
Atlanta Minneapolis Portland, Ore. Vancouver, B. C. 
Chica New Orleans San Francisco Sydney, N. S. W. 

Memphi New York City Seattle 


Messrs. John Shaw & Sons, Wolverhampton, Ltd., Wolverhampton, England. Agents for Great Britain. 
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VICTOR 
and Vanquished 
The pan of every 


VICTOR Trap is 


stamped withaV J 
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This advertisement is appearing in all of the 
best trapping publications 








